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Mutual Casualty Insurers’ Meet Stresses Murrin To Americait = m Mutual Bureau Has 
Relationship Of Automation, Employes 


With more and more companies be- 
ginning to utilize automation, it is only 
natural that the dual meeting in Chi- 
cago of the accounting and statistical 
and office methods and personnel con- 
ferences of Conference of Mutual Cas- 
ualty Companies should produce many 
thoughtful analyses of how this effects 
those employes whose jobs are not 
directly related to such an installation. 

As James R. Hood, secretary Farm 
Bureau Mutual of Indiana, put it in 
discussing his own company’s ap- 
proach to this problem: “We began to 
wonder about the effect of a high- 
powered, glamorous piece of equip- 
ment which would be getting some 
very special attention from top man- 
agement and could very well be viewed 
as a darling of the top echelon.” 

The two days of discussions were 
not, however, limited to this subject. 
Other addresses ranged from the tech- 
nicalities of “Dataphone Transmission 
—New Wide Area Transmission Set- 
Up” to the complexities of “Stimulat- 
ing Clerical Employes For Improve- 
ment.” A full attendance for all ses- 
sions was apparent, not the least of 
credit for which should go to the con- 
ference’s able executive secretary, Car- 
ter H. Grinstead. 

Mr. Hood said that as his companies 
(the farm bureau also operates a life 
company) prepared for the machines 
and followed the suggestions pertain- 
ing to auditing the files to eliminate 
double punching, used the available 
tests for selecting programers, and 
took notice of the other suggestions 
available on introducing automation, 
it seemed as if very little consideration 
was being given the conventional ma- 


chine room organization and personnel. 

As a result, then, of such considera- 
tions the conventional machine opera- 
tors were all advised that when work- 
ing on a job in which a 650 machine 
process was involved they would oper- 
ate it just as normally as they would 
a sorter. The conventional machine 
room personnel were, consequently, 
eager for the new era. It would seem 
that setting the stage in the machine 
room is definitely a part of introducing 
automation. 

Although the inner workings of the 
machine are understood by few except 
the maintenance man, Mr. Hood stated, 
it is not at all difficult to teach person- 
nel with other main interests—-under- 
writers, accountants, and others—of 
the capabilities of the machine. Once 
they know these capabilities and if 
care is used to develop the idea that 
this new era does not mean empire 
building for the data processing de- 
partment, but rather an era in which 
machines are now capable of doing the 
work which they generally don’t like 
to do anyway—at that point the move 
to automation will be eagerly received. 
And for those departments which will 
be affected, it is important to make an 
effort at instilling the idea that the 
machine is the servant of those depart- 
ments. 

Mr. Hood said the man who set'ves 
his own company in the capacity which 
would generally be described as under- 
writing vice-president is a prime ex- 
ample of excellence in attitude towards 
a machine program. 

Under the company’s organizational 
set-up this man was, and is, respon- 
sible for preparing new and change 

(CONTINUED ON PAGE 25) 





Rain Temporarily 
Removes Brush Fire 
Threat In California 


Two good rains in the southern Cali- 
fornia area last week have relieved the 
brush fire threat for the time being. 
If normal rainfall continues through 
the next three months, the situation 
has a reasonable chance of getting by 
the season without any further dis- 
astrous conflagrations. But should an- 
other extremely dry season develop 
such as the past three, the situation 
would get critical. The rain Monday 
in Los Angeles, while less than 1% 
inches, was reported as the heaviest in 
44 months. 

There was considerable runoff and 
some flooding in the denuded hill areas 
as there had not been sufficient time 
for the freshly sown grass to sprout. 
Many of the homes not burned had 
been protected with 600 tons of sand 
bags furnished by the fire depart- 
ments and county flood control dis- 
trict. As a result the overflow caused 
only scattered water damage and no 
insurance claims. 

Insurance loss estimates from the 
Nov. 6 conflagration remain at approx- 
mately $24 million. A poll taken at the 
Nov. 21 meeting of the Adjusters 
Round Table in Los Angeles substan- 


tiated this figure. Some 21 companies 
represented, other than General Ad- 
justment Bureau, reported reserves of 
$11 million set up for 893 claims. 
Added to this is an estimated $12- 
million for 680 claims being handled 
by GAB. Total claims are at least 
1,573. 

Total losses are averaging around 
$47,000, according to P. G. Simkins, 
GAB regional manager, and partial 
losses around $2,300. Many of the latter 
are actually less than $100. 

Some contents losses are being han- 
dled by adjusters belonging to the 
Claims Managers Forum (inland ma- 
rine) and others by marine adjusters, 
so the total loss will be even higher 
when all the chips are in. 

A demented arson suspect picked up 
last week is thought to have started 
several of the eight fires which oc- 
cured during the three week period. 
He talked of “emotional problems” for 
which he was “seeking recognition.” 


Berry To Talk At Chicago 


J. Raymond Berry, general counsel 
of the National Board, will address 
the Insurance Group of Union League 
Club of Chicago Dec. 8 on the subject 
“Proposed Rate Legislation.’”’ Mr. Berry 
will be fresh from the meeting of Na- 
tional Assn. of Insurance Commission- 
ers at Dallas, and will therefore have 
the most up to date information. 





As V-P And Actuary 


Thomas E. Murrin has joined Amer* 
ican as vice-president and actuary. 
He has been ac- 
tuary of National 
Bureau of Casual- 
ty Underwriters 
since 1960 and su- 
pervised all actu- 
arial, statistical 
and research acti- 
vities of the bu- 
reau. In his new 
post he will work 
with the top man- 
agement of the Ne- 
wark insurer. 

Mr. Murrin 
joined the bureau in 1946 and was 
named assistant actuary in 1951. He is 
a fellow of Casualty Actuarial Society 
and at its recent annual meeting in 
Chicago was elected vice-president of 
the society. His position at American 
is a newly created one. 


Thomas E. Murrin 


Eyes Tenn. Decision, 
Gets Only Questions 


The Tennessee supreme court de- 
cision upholding Commissioner John 
Long in his disapproval of automobile 
rate increases raises a number of 
questions, John S. Hamilton Jr., gen- 
eral counsel of American Mutual In- 
surance Alliance, told the annual Mu- 
tual Insurance Technical Conference 
in Chicago. That court stated that “if 
the commissioner reached his deci- 
sion from a consideration of the speci- 
fied factors enumerated in the statute 
and from other relevant factors, we 
cannot substitute our judgment and 
vacate his decision.” 

Mr. Hamilton wonders if this de- 
cision indicates that it may be neces- 
sary to incorporate in the rating laws 
additional standards beyond adequacy, 
reasonableness, and no unfair discrim- 
ination. May it also be desirable to 
write into the statute the complete 
procedure to be followed in rate mak- 
ing and rate review? 

Would such specification be desir- 
able, or would it stultify advances and 

(CONTINUED ON PAGE 29) 


“Franchise Rating 
remem For Autos 


Mutual lnsurance Techni--al 


Conference At o— Told 
UV Filing Maclee Nov 
Mutal. asurance Rating Bureau 


has filed a “franchise plan” for auto- 
mobile liability risks in a number of 
states, C. H. Graves, actuary of the 
bureau, told the Mutual Insurance 
Technical Conference at its meeting in 
Chicago. The filing was made as of 
Nov. 6 and permits the combination 
for experience rating purposes of risks 
when there exists an exclusive fran- 
chise arrangement between the grantor 
and other interests involved. 

In addition, the filing will permit 
the combination for rating of auto- 
mobiles owned by employes of an 
employer with automobiles of the em- 
ployer, under certain conditions, Mr. 
Graves reported. This followed similar 
action by National Bureau, whose plan 
also includes general liability, bur- 
glary and glass. 

New Rule For Big Risks 


Mutual Bureau also has filed, with 
an effective date of next Jan. 1, a new 
rule for so-called (a) rating of sizeable 
risks. National Bureau already had 
introduced the rule. Under it risks 
developing $100,000 or more _ basic 
limits premiums under the manual 
rules for auto and general liability, 
and for burglary and glass, may be 
(a) rated without going through a 
composite rating plan or experience 
rating plan. The new procedure will 
eliminate considerable detail and ex- 
pense. Companies can readily deter- 
mine the appropriate premium for 
sizeable risks without processing the 
data through each rating plan other- 
wise applicable. 

Mr. Graves said that rate increases 
of at least 15% are needed for private 
passenger car liability in Colorado, 
Illinois, Indiana, Louisiana, Michigan, 
Minnesota, South Dakota, Tennessee, 

(CONTINUED ON PAGE 29) 








Officers of Indiana Assn. of Insurance Agents at their annual meeting in 
Indianapolis: From left, John Templeton, Terre Haute, chairman of the past 


presidents advisory committee; H. J. Gescheidler Jr., 


Hammond, state national 


director; C. H. Haskett, Rochester, retiring president and new chairman; Tray- 
lor Inman, Boonville, new president; Theodore M. Pruyn, Indianapolis, first 
vice-president; William C. Harvuot, Warsaw, second vice-president. 
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NATIONAL UNDERWRITER 


Four Company Pregidents Offer Their 
Views Of Insurange ‘Total Marketing’ 


“Total marketing” must become im- 
bued in an insurance company, start- 
ing from the board of directors through 
the president and every operating de- 
partment head, regardless of the f; 
tion he occupies, in order to be 
tically applied, Frank Lang, president 
Frank Lang & Associates, Ay 
management —— 2 4 
introductory comments as L 
ne moderator of a panel discussion 


on “Total Marketing ecu. 
Applied to Fire and Insur- 


dince” at the ann of Na- 
tiona., Agsn. of Ind + Insurer. 
Four rance com- 
pany presidents participated: Judso} 
B. Braneh, Alistates: G. Evas, 
American Casualty; vtehn T. Gvash, 
Pacific Employers, and Uzhers~ E. 
Hodges, American Mutual Liability. 

Mr. Lang, who used the term “mar- 
keting” in the fire and casualty busi- 
ness 15 years ago, expressed grati- 
fication with its acceptance, but said 
he was alarmed by its continued mis- 
use. 


‘One Extreme To Another’ 


“Today many companies have gone 
from one extreme to another,” he 
observed. “Whereas only recently the 
word agency or sales had a very narrow 
scope, today the word marketing has 
suddenly become stylish. It has be- 
come a fad in the insurance business 
just as the ownership of an electronic 
computer has become an expensive 
status symbol even with companies 
which have little use for one.” 

Illustrating his comments with client 
case histories, Mr. Lang explained 
that under the old departmentalization 
by line of insurance it was possible to 
have separate and compartmented 
sales, underwriting and claim depart- 
ments, but with policies cutting across 
lines today, every operating function 
touching the consumer is a part of 
total marketing. 

Mr. Lang described some _ factors 
which his firm has found vital for the 
success of a total marketing program. 
Many insurance marketing failures 
have been caused by organizational 
weaknesses, he said. Overlapping of 


Arbitration Committees 
Set Up In S.F., L.A. 


Special arbitration committees for 
the casualty insurance industry have 
been formed and are ready for busi- 
ness in San Francisco and Los An- 
geles. 

Designed to ease court congestion, 
special arbitration provides the facility 
through which signatory companies 
can resolve, without going to trial, 
inter-company disputes arising from 
co-defendant situations or coverage 
questions. The success of this approach 
in a pilot operation in New York met- 
ropolitan areas encouraged the in- 
dustry to spread the plan to Newark, 
Philadelphia and Chicago, and the two 
principal California cities have now 
set up committees. 

The chairmen and secretaries of the 
new committees are: San Francisco— 
E. C. Goodenough, superintendent of 
field claims offices Pacific department, 
Fireman’s Fund, chairman, and Mrs. 
Roberta A. Napoletano, Fireman’s 
Fund, secretary; Los Angeles—S. F. 
Scanlin, claims manager Lumbermens 
Mutual Casualty, chairman, and Mrs. 
Adelaide McKenney, Lumbermens 
Mutual Casualty, secretary. 


staff an@ ne functions can undermine 
the M@peting structure. Over or under 
ext@fi@ed authority and duplication of 
fuMStion can stultify the effectiveness 
Of many marketing departments. There 
afe still companies which have not 
flecided who should have final author- 
ity over the activities of field men and 
agents—the home office agency vice- 
president, territorial underwriting 
secretaries or local branch managers. 


No Leeway Provided 


Frequently, the scope of responsi- 
bility is not commensurate with the 
authority delegated. Some companies 
claim to have decentralized their op- 
erations, yet have not provided field 
management with any leeway in run- 
ning operations. Sometimes an un- 
realistic span of control or too many 
layers of supervision interfere with 
effective marketing. In other com- 
panies, planning and establishment of 
over-all policies between departments 
is not sufficiently coordinated for uni- 
fied administration. 

Establishment of research depart- 
ments have become fashionable, Mr. 
Lang commented. “Companies whose 
managements have never thought in 
terms of organized planning or allowed 
objective research to guide their de- 
cision making seem to believe that the 
creation of a research department or 
the appointment of a research director 
with academic degrees will solve their 
problems. I am afraid they are in for 
some bitter disappointments. There is 
a tendency for many insurance ex- 


ecutives to oversimplify the implica- 
tions of operating under total market- 
ing. Too many want to get on the 
marketing bandwagon with too little 
knowledge or concern about how to 
make this highly complex organism 
work at a profit.” 

Mr. Lang stressed tiiat a company’s 
marketing activities should be ap- 
praised in their totality, on a pro- 
grammed basis, in the same manner in 
which an accountant would review 
fiscal operations. Insurance operations 
have become so departmentalized that 
nobody has the opportunity to evaluate 
critically a company’s total marketing 
program except, perhaps, the presi- 
dent. He, in turn, is generally so 
occupied with corporate and industry 
problems that he does not find the 
time for this task. The constant shift 
in the relationship between the com- 
pany and its market—as well as com- 
petitive relationships between com- 
panies—make it imperative that the 
top executive appraise and reappraise 
every element of the marketing func- 
tion. 


Has Responsibility 


It takes a marketing minded presi- 
dent to apply total marketing practi- 
cally, Mr. Lang declared. As a 
company’s chief executive the presi- 
dent, after all, is actually responsible 
for marketing just as he is responsible 
in the final analysis for the successful 
performance of every operating func- 
tion. 

There is nothing new to marketing, 

(CONTINUED ON PAGE 21) 
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Wash. Departmen: 
Holds Hearing On 


Franchise Plan 


OLYMPIA—National Bureau of 
Casualty Underwriters put its case for 
experience and schedule rating plan 
revisions before a public hearing con- 
ducted here last week by Commis- 
sioner Lee Kueckelhan. The commis- 
sioner took the case under submission 
and will announce his decision later, 

The revisions, once approved but 
subsequently disapproved, were ex- 
plained in detail by John J. Savage, 
Pacific Coast manager, and George W. 
Clarke, Seattle attorney for the bureau. 

Mr. Clarke challenged the right of 
the commissioner to withdraw approv- 
al of the rating plan revisions once 
they were approved and also contended 
that the department did not have the 
authority to disapprove the revisions 
under any circumstances because they 
“conform to all code requirements 
which apply to casualty insurance rate 
filings.” 


Savage Is Witness 


The case for the bureau was pre- 
sented in a long direct examination 
of Mr. Savage, as an expert witness, 
by Mr. Clarke, on the background, 
theory, interpretation and _ probable 
application of the new rules. His prin- 
cipal points were: 

1. Business is changing in some of 
its methods and the bureau, on behalf 
of its members, must be prepared to 


“accommodate” business in_ these 
changes. 
2. Business, more and more, is 


using the franchise as a means of ex- 
pansion rather than single ownership 
growth. Many companies have found 
it economical and practical to dispose 
of auto fleets and let employes use 
their own cars with expenses rein- 
bursed by the company. 


3. The important thing in special 
(CONTINUED ON PAGE 31) 


Annapolis F.&4M. 
Makes Change 


All outstanding stock of Annapolis | 
Fire & Marine of Baltimore has been 
purchased by a group headed by 
Joseph W. Spector, Baltimore attorney 
and chairman of Beacon Life of Balti- 
more. The company has disposed of its 
marine business and will concentrate 
on the fire lines. It has been writing 
primarily hull and P&I coverage on 
commercial fishing ships, through 
brokers. 

The company plans to offer stock 
to the public, in Maryland only, to 
bring capital and surplus to more than 
$2 million. As of last year end it had 
assets of $330,000 and written pre- 
miums of $84,000 for 1960 with a 
ratio of losses and loss adjustment ex- 
pense to earned premiums of 73.1 and 
operating expenses of 37.2. It was 
organized in 1958 

Mr. Spector is president of the com- 
pany, succeeding Nathan L. Cohen. 
Monroe H. Lowitt continues as ex- 
ecutive vice-president, and A. Emory 
Lord as vice-president, with Robert 
G. Lembach, attorney, as the new 
secretary-treasurer. 

Among the new directors are Harry 
L. Landay, president of Beacon Life; 
William H. Schermerhorn, chairman | 
of the Miami general agency of Mc- 
Kinley & Co.; and Guy T. Warfield 
Jr., president of the Baltimore agency 
of Warfield, Dorsey & Co., and past 
president of National Assn. of In- 
surance Agents. 
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Hearing In Ida. On IRIC 
HO Filing At 24% Off 


BOISE—Introduction of a new 
homeowners insurance policy at a 24% 
rate reduction was supported early last 
week by officers of Idaho Surveying 
& Rating Bureau and Inter-Regional 
Insurance Conference at a public hear- 
ing conducted here by Idaho Commis- 
sioner Leo O’Connell. 

Attorney Maurice H. Greene, coun- 
sel for the rating bureau, requested 
the public hearing upon learning in 
October that the commissioner had 
“temporarily disapproved” the original 
filing of the new policy. 

Kent H. Parker, general manager 
IRIC, explained that the new recom- 
mendations were made only after ex- 
tensive study of past loss experience in 
Idaho on the present plan. He said the 
record clearly indicates that a 24% 
reduction in rate is both justified and 
necessary. Replying to the suggestions 
that the new form of the proposed 
policy will result in underwriting prob- 
lems if adopted, Mr. Parker pointed 
out it has already been introduced in 
42 states without encountering any 
significant problems. He added that 
one of the basic advantages of the new 
policy over the old form is greater 
clarity. 

L. S. Flitner, secretary of the Idaho 
bureau testified that approximately 
60% of all homeowners policies in 
Idaho are written at lower than bureau 
rates because of independent filings 
by a number of companies; or on poli- 
cies introduced under the casualty 
law, which requires no filing. 


New Hampshire Results 
Better At Third Quarter 


New Hampshire had an _ under- 
writing loss of $1,236,627 for the first 
nine months of 1961 compared with a 
loss of $1,141,857 for the similar per- 
iod in 1960. Premiums written were 
up to $44,941,505 from $36,339,530. Un- 
earned premium reserve rose by 
$2,449,900. Policyholders surplus was 
up to $37,105,036 from $32,103,117 at 
the end of 1960. 

For the first three quarters of 1961, 
earned loss ratio was 63.03 and writ- 
ten expense ratio was 37.71, compared 
with 64.04 and 37.84 in 1960. Invest- 
ment income was up to $1,920,556 
from $1,622,150. Net income was 
$683,929 aaginst $480,293. Assets at 
Sept. 30, 1961 were up to $108,585,777 
from $99,695,526 at the end of 1960. 


Liberty Mutual To Insure 
Avis Rent-A-Car Vehicles 


Avis Rent-a-Car System has com- 
pleted negotiations with Liberty Mu- 
tual for a program under which the 
latter will insure the vehicles owned 
by Avis and rented or leased. The in- 
surer will also make the plan avail- 
able to members of the Avis system. 
The plan is effective Jan. 1. 


K. C. Agents Nominate 


Members of Insurance Agents Assn. 
of Kansas City at the annual meeting 
Dec. 5 will vote upon the following 
slate submitted by the nominating 
committee: For president, Eugene M. 
Strauss; vice-president, George Ker- 
dolff Jr.; treasurer, Paul M. Britton; 
executive committee men, F. C. Hall, 
Cecil McGee and D. C. Brain. 

Western Pacific increased premium 
income 12.5% in the first nine months 
of 1961 from $3,701,000 to $4,163,000. 
Operations were conducted at a com- 
bined loss and expense ratio of 96.99%. 


50th Year Completed By 
Utilities Of St. Louis 


Utilities of St. Louis has completed 
50 years of operation. Founded in 1911 
as an inter-insurance exchange, it op- 
erated under the name of Utilities In- 
demnity Exchange, providing cover- 
ages for public utility plants. Most 
notable of its advancements in cover- 
age was the uninsured motorist policy, 
developed in 1925. 

The company’s present name was 
adopted in 1932, when it became a 
stock company writing general casual- 
ty lines on the agency system. In 1940 
it acquired Preferred Fire of Topeka, 
one of the principal companies in Kan- 
sas and that state’s oldest domestic 
stock fire insurer. 

The company plans to erect a mod- 
ern home office building in downtown 
St. Louis in the near future. 


D.C. Assn. Honors Two 


At Its Annual Banquet 


District of Columbia Assn. of In- 
surance Agents presented its awards 
for outstanding member of the year 
and associate member of the year at 
the annual banquet in Washington. 
H.T. Beuermann, chairman of the 
awards committee, made the presen- 
tation before approximately 400 mem- 
bers and guests. 

Hoffman Named 


V. Manning Hoffman, president of 
the Howard & Hoffman agency re- 
ceived the award for outstanding 
member for 1961. He is a past presi- 
dent and state national director of 
the association. He is president of 
Firemen’s of D.C. and Home Casualty 
& Surety. He has served many civic 
organizations and industry groups. He 
is a director of National Bank of 
Washington, Peoples Life, and Secur- 
ity Storage Co. and is a past president 
of Reciprocity Club of Washington. 

William E. Cassidy of America Fore 
Loyalty group received the associate 
member award. He has served as 
chairman of the executive committee 
of Insurance Rating Bureau of D.C. 
and is presently serving as chairman 
of its agency relations committee. He 
was cited for fostering cooperation 
and mutual understanding between 
agents and companies. 
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Cosmopolitan Ins. 
Approves Stock Sale 


Stockholders of Cosmopolitan of 
Chicago held a special meeting this 
week to ratify the issue and sale of 
150,000 shares of common capital stock 
at $4 per share to a private group of 
Chicago investors headed by George 
White, secretary of Brunswick Corp, 
and to elect seven additional board 
members. The shares were previously 
authorized. 

Mr. White was elected chairman of 
Cosmopolitan, with Robert I. Jacobson 
continuing as president and a direc- 
tor. Irvin R. Sylvern was appointed 
vice-chairman. He is president of Cos- 
mopolitan Capital (a holding company 
that wholly owns Cosmopolitan Life 
of California) and executive vice- 
president of Cosmopolitan Insurance 
Exchange, a multi-line reciprocal 
formed this year in California. Cos- 
mopolitan Ins. owns two-thirds of Cos- 
mopolitan Capital. 


Directors Elected 


Elected directors of the parent com- 
pany, in compliance with an amend- 
ment to the by-laws adopted by the 
board at an earlier meeting and in- 
creasing the number of directors from 
11 to 15, were R. F. Bensinger, chair- 
man of Brunswick Corp.; John G. Sev- 
cik, president Burton-Dixie Corp. and 
a director of Brunswick; F. L. Don- 
oghue, financial and foreign exchange 
consultant of Thomas Miner & Asso- 
ciates and former vice-president of 
Brunswick International, and Good- 
rich Wilkie, president of the firm bear- 
ing his name. 

Goodwin J. Knight, former governor 
of California and president of Cosmo- 
politan Life, had been scheduled to 
address the meeting, but was unable 
to attend because of illness. Following 
the Cosmopolitan stockholders’ meet- 
ing, stockholders of Cosmopolitan Cap- 
ital met and voted approval on the 
sale of 300,000 shares at $1 per share. 

Mr. Jacobson in his remarks said 
Cosmopolitan is negotiating to acquire 
a premium finance company and a 
data processing company. With the ad- 
dition of the new financing, he said, 
“Cosmopolitan plans to expand into 
different fields, principally involving 
finance.” 


George White, 
the new chairman 
of Cosmopolitan 
(left), discussing 
@ point with Le- 
vering Cartwright 
of Cartwright, 
Valleau & Co., in- 
surance stocks 
specialists (cen- 
ter), and Robert 
I. Jacobson, presi- 
dent of Cosmopo- 
titan. 
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ROM @ li ira-SMmelicehictar-vileliiic 


Complete coverage in insurance fields 


E. B. Powell—Manager Insurance Placements 


Main Office Next To Dinkler Plaza Hotel 


520-533 FORSYTH BLDG. 


ATLANTA 3, GA. 


PHONE 525-5531 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty and Bond - Fire - Inland Marine - Ocean Marine 
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SURPLUS LINES 
AGENTS & BROKERS 


SOUTHWEST CASUALTY 


; rance Company 


OF FAYETTEVILLE, ARKANSAS 


SURPLUS TO POLICYHOLDERS: OVER $1,000,000 


IS NOW APPROVED IN ILLINOIS 
FOR YOUR SURPLUS LINES 


MANAGING AGENCY 


SOUTHWEST MANAGEMENT, INC. 
141 WEST JACKSON BLVD. 
Board of Trade Building 
CHICAGO 4, ILLINOIS 


HARRISON 7-9050 


LONG HAUL 


TRUCK SPECIALISTS 
FOR 18 YEARS 
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The Agents National Advisory Council of Atlantic Mutual is shown at its 
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meeting in New York, following three meetings of the company’s regional 
councils held in September. Shown from left are B. F. Knapp Jr., Fresno, Cal.; 
E. Paul Brooks, Toledo; Gleeson L. Payne, Pasadena; Max L. Holmes, Des 
Moines, William C. Walker, Syracuse, and Morgan B. Speir, Charlotte, N.C. 
Miles F. York company president, stated that the council is regarded in the 
same category as one of the committees of the board. Consequently informa- 
tion is shared with council members on the intimate workings of the company. 
In turn, the agents’ advice is sought on matters involving marketing. The views 
so expressed are a factor in company decisions on sales and marketing as 


well as in other areas. 





Marine To Royal-Globe 


Management Jan. 1 


Percy Chubb, president of Chubb & 
Son, and H. M. MacDiarmid, manager 
and underwriter of Marine Ins., Lon- 
don, have announced the termination 
of the arrangements under’ which 
Chubb & Son acts as U. S. manager 
of Marine. Marine is a wholly-owned 
subsidiary of London & Lancashire, 
which earlier this year was acquired 
by Royal. Chubb & Son has served as 
U.S. manager of Marine for more than 
75 years. 

Clarke Smith, the executive head of 
Royal-Globe in the U. S., will become 
U. S. manager of Marine, and W. H. 
Curwen its U. S. marine manager Jan. 
1. At that time Marine’s operations 
will be combined with those of Roval- 
Globe. 


Gaston Is General Agent 


Robert W. Gaston has established 
a general agency at 1527 Healey Build- 
ing, Atlanta. Mr. Gaston was formerly 
Georgia state agent of North British 
and before that was with George B. 
Leonard & Sons general agency in 
Atlanta. 


North America has increased the 
amount of an award presented annually 
for the best thesis on insurance law 
by a University of Toronto, Canada, 
second year student. The award has 
been presented since 1946. It was 
created by H.C. Mills, Canadian re- 
sident vice-president, to motivate in- 
creased interest in insurance law 
among the university’s law students. 


Yearwood Is Chairman | 
Of Federal Security 


Federal Security of Nashville has 
named Nile E. Yearwood chairman. 
He succeeds Carmack Cochran, who is 
assuming the post of legal counsel and 
is continuing on the executive and 
finance committees. 

Directors have authorized the issue 
of rights to buy one additional share 
for each five shares held. There are 
300,000 shares outstanding. Final date 
for exercising rights is Dec. 10. 

Mr. Yearwood, who has been treas- 
urer, is also president of Capital City 
Bank. Mr. Cochran is a prominent 
Nashville attorney and president of 
Nashville Transit Co. 

The company is writing fire and 
allied lines, homeowners and auto PHD. 
It plans to enter states other than 
Tennessee. 


Rainey In Bond Field 
For Hartford Accident 


Hartford Accident has named Fran- 
cis R. Rainey III bond special agent 
at Springfield, Mass. He _ succeeds 
William B. Tuttle, who has resigned to 
enter the agency business. 

Mr. Rainey joined the company in 
the bond department of the New Eng- 
land office in 1959 and completed spe- 
cial courses at the company’s home 
office training center. 


Palatine is domesticating its U. S. 
business by formation of Palatine of 
New York and will be merged with 
Commercial Union of New York at 
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American States 
Advances Phelan 
Conover, Brissman 


John D. Phelan, executive vice- 
president of American States, has 
been advanced to 
the new position 
of first execu- 
tive vice-president 
with operating re- 
sponsibilities for 
the three compa- 
nies in the Ameri- 
can States group— 
American States, 
American Econ- 
omy, and American 
States Life. 

Mr. Ph7lan has 
been with Ameri- 
can States since 1945 and is a director. 
He is a past national director of Society 
of CPCU and is a past president of the 
Indiana chapter. Currently he is pres- 
ident of Hoosierland Rating Bureau. 

Donald P. Conover, assistant vice- 
president, advances to vice-president 
in charge of sales for all companies 
in the American States group. He 
has held a variety of sales positions 
with the companies since 1943. 

Bernard G. Brissman, assistant 
vice-president, also becomes vice-pres- 
ident of all companies. He is general 
underwriting manager of American 
States and American Economy, having 
joined American States in 1954. He is 
past president of both the Minnesota 
and Indiana CPCU chapters. 





J. D. Phelan 


Names Four V-Ps 

Alexander & Alexander, New York 
brokerage firm, has elected Joseph R. 
Barr, Frank A. Guterl, and John A. 
Bogardus Jr. vice-presidents and 
Robert W. Borg vice-president and 
controller. Richard E. Lynn was named 
manager of the aviation department. 

Mr. Barr joined the firm in 1941 
and was elected vice-president in 
charge of aviation in 1960. Mr. Guterl 
has been with the firm since 1946 as 
a specialist in aviation insurance. He 
started with Equitable Society and was 
assistant agency manager at Newark 
when in 1943 he joined Pan American 
World Airways as manager of its in- 
surance division. 

Mr. Bogardus began with the com- 
pany in 1950 and became manager of 
the production department. Mr. Bo- 
gardus is president of John Street 
Club and Old Greenwich-Riverside 
Community Center. Mr. Borg joined 
the firm in 1957 and Mr. Lynn, pre- 
viously an underwriter with Indemnity 
of North America, in 1956. 


Wrap-Up Hearing Off Again 

The New York department for the 
second time has postponed its hearing 
on the proposal of North America to 
write workmen’s compensation and 
liability on the construction projects 
of New York City Housing Authority. 
The latest postponement is from Nov. 
29 to Dec. 7. 


Employers Mutual Cas. Agents 
Spend Free Week In Nassau 
Twenty-eight agents of Employers 
Mutual Casualty and their wives on 
Nov. 30 began an expense-paid six- 
day outing in Nassau in connection 
with a nationwide sales campaign 
marking the company’s 50th anniver- 
sary. The wives were flown to New 
York or Miami and thence to Nassau, 
where they were guests at the British 
Colonial Hotel. Winning agents were 
high-point scorers in sales of new busi- 
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ness other than automobile for Em- 
ployers Mutual and of automobile and 
homeowners’ policies in Emcasco, a 
subsidiary. 


Texas WC Plan Indicates 
4.8% Over-all Increase 


An over-all increase of 4.8% in 
workmen’s compensation rates in Tex- 
as was indicated in a staff exhibit filed 
at the recent annual hearing before 
the state board of insurance in Austin. 
The proposed increases were 2.5% for 
manufacturing classes, 3.8% for con- 
tracting, 8.3% for oil and 5% for all 
other classes. The range in those four 
classifications is from a 25% decrease 
to a 25% increase. 

The rates, it is estimated, would 
increase annual premiums by $5 mil- 
lion to a total of $112 million, based 
on payrolls of $6.5 billion, nearly $2 
billion above the 1954 figure. On the 
division of the net premium dollar, 
79.07% would go to losses and loss 
adjustment costs; 19.59% to expenses, 
which includes the industrial accident 
board’s maintenance tax, and 1.3% 
for the premium tax, which goes into 
the general revenue fund. 


Inspect Pine Bluff, Ark. 


Nearly 1,600 recommendations for 
fire safety were left with business 
people and public officials of Pine 
Bluff, Ark., by 34 members of Arkan- 
sas Fire Prevention Assn. at the end 
of a three-day town inspection cam- 
paign in which 600 mercantile and 
public buildings, schools and churches 
were looked over. 

More than 4,400 school children saw 
the association’s fire prevention stage 
show in six performances. Carl S. 
Smalley, executive secretary of the 
fire prevention association, was in 
charge of this production. 

Harry Wolff, field representative of 
the fire prevention department of 
Western Actuarial Bureau, addressed 
a luncheon at the start of the inspec- 
tion, and at the close a talk was 
given by E. S. Pavy, manager Arkan- 
sas Inspection Rating Bureau. 


Public housing risks are being writ- 
ten in New York with an agreed 
amount clause in place of the coinsur- 
ance clause by American Druggists 
and Public Service Mutual. 


Agents Given Large 
Share Of Credit For 
Conn. Pool Success 


The American agency system must 
be credited with a large share of the 
success of the Connecticut-65 extended 
health insurance program, the pool 
which provides inexpensive health 
insurance coverage to the elderly, Wil- 
liam N. Seery, vice-president of Tra- 
velers and chairman of the executive 
committee of associated Connecticut 
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health insurance companies, declared 
at the individual insurance forum of 
Health Insurance Assn. in Philadelphia. 

Mr. Seery, whose talk was titled, “A 
Major Breakthrough in Voluntary 
Health Insurance,” in giving a his- 
tory of the Connecticut pool, said it 
was originally developed by 10 Con- 
necticut-domiciled insurance compan- 
ies, and since that time 22 other com- 
panies licensed in the state have joined 
the plan. 

Because of the magnitude of the 
program’s marketing problem, Mr. 


(CONTINUED ON PAGE 27) 





American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


New York Fire Insurance Company 


Incorporated 1832 
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92 William Street 
New York 38, N. Y. 
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PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 


% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
190,000 /300,006 /100,000. 








NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS « « « ¢ 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
¢ « e ¢e LARGE SINGLE RISK CAPACITY « ¢ « e 

















FIDELITY GENERAL 


| RAndolph 6-4060 


INSURANCE COMPANY 


222 West Adams Street 


Chicago 6, Illinois 
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. Limits Above 
Assigned Risk 


Amember of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


A multiple line stock company 


4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, lilinols 








Gilmore In Reply 
To Criticism Of 
No Prior Approval 


In a talk to the New York chapter 
of CPCU, Robert N. Gilmore, general 
counsel of Assn. of Casualty & Surety 
Companies, clarified several disputed 
areas in suggested no prior approval 
legislation. 

It has been alleged that the removal 
of prior approval shifts the burden of 
proof from the bureau or independent 
filer to the commissioner, Mr. Gilmore 
said. The reasoning is that under all- 
industry laws the filer must convince 
‘tthe supervisory authority that the 
‘rates meet the standards of the act 
before they can be used. 

With the removal of prior approval, 
some critics say, the supervisory 
authority would have to prove the 
filing fails to meet the standards. 
Nothing of the sort is intended, Mr. 
Gilmore emphasized. Proponents of no 
prior approval anticipate that their 
bill will work exactly the same as the 
all-industry bill. This means that when 
the commissioner notifies the filer that 
he does not believe a filing meets the 
standards of the act, the burden is on 
the filer to convince the commissioner. 

Advocates of no prior approval are 
hopeful that the commissioner will 
spell out, as required by law, his rea- 
sons for believing the filing does not 
comply with the standards. If he does 
not do so, then the filer finds him- 
self in an impossible position. The filer 
cannot carry the burden of proof when 
he does not know what is bothering 
the commissioner, Mr. Gilmore ob- 
served. 


Sees Public Protected 


Failure to tell the filer what is 
wrong with the filing, and failure to 
make specific findings within the con- 
fines of the law can make a complete 
mockery of the rating laws, he con- 
tinued. This will be true no matter 
what kind of law is in effect. The 
burden of proof is on the filer, and 
there should be no mistake or con- 
fusion on that score. The only way the 
filer can effectively and intelligently 
assume this burden which the statute 
places on him is for supervisory au- 
thorities to make clear and explicit 
findings. 

Mr. Gilmore also answered the crit- 
icism that the “immediate use” type of 
bill does not provide adequate sanc- 
tions to protect the public from ex- 
cessive rate charges. The inference, he 
said, is that if prior approval is 
dropped, it should be replaced by some 
impoundment and refund feature 
which would provide a means of re- 
turning any excessive charges to pol- 
icyholders. 

This proposition should be examined 





Home Raises Samsel 
To Gold Key Post 


Harold J. Samsel, assistant secretary 
of Home’s middle Atlantic division, 
has been elected vice-president and 
secretary, and has been placed in 
charge of development of the company’s 
gold key program. 

Mr. Samsel has been with Home 
since 1925, serving in the suburban, 
eastern and service departments. He 
became assistant manager of the Ne- 
wark office and was named manager 
in 1946. In 1956 he was transferred to 
Baltimore where he was appointed 
manager for Maryland. In 1959 he was 
elected assistant secretary. 
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carefully, Mr. Gilmore said. It is 
predicated on the assumption that ex. 
cessive rates will be the order of the 
day. Proponents of no prior approval 
completely disagree. No company or 
bureau will want to price itself out of 
the market. Every filing must of ne- 
cessity take into consideration com- 
petitive rate filings. 


No Abuse Foreseen 


Filings with excessive rates are not 
not anticipated. Experience in other 
states, where there is no prior approval, 
strongly bears this out. As a prac- 
tical matter, the bugaboo of injury to 
the public from excessive rates is 
largely theoretical. It has not happened 
in the no prior approval states in the 
past, and those persons favoring new 
legislation see no reason why it should 
occur in the future, Mr. Gilmore de- 
clared. 

In behalf of his principals, Mr. 
Gilmore said: “By espousing the el- 
imination of prior approval we are 
expressing our willingness to bear the 
total responsibility of the filing. This 
is a responsibility which will not be 
taken lightly. Surely it will not be 
abused by resort to flash filings and 
other purely theoretical shenanigans 
which some of our critics have con- 
jured up. 

“For example, it has been suggested 
that under a filing with right of im- 
mediate use law, a bureau or indepen- 
dent company could keep making in- 
finitesimal changes in the filing each 
time the commissioner got around to 
issuing a disapproval order. In this 
way, it is suggested, the filer could 
keep one step ahead of the commis- 
sioner, and maintain in effect a filing 
which was patently unsound and con- 
trary to the standards of the rating 

(CONTINUED ON PAGE 18) 





Lin-Burn, inc. 





Representing Lloyds, 
London and other 
Fine Carriers. 


ONE Specialty ... 

MALPRACTICE for 

Hospitals, Nursing Homes 

and Associations of 

Doctors and Dentists. . . 

Contact Ralph Williams, Vice Pres. 
Lin-Burn, Inc. 


141 W. Jackson Blvd., Chicago 4, III. 
WEbster 9-3267 TWX CG 589 
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z © ’ e a formation of underwriting associations seas trade. The member companies 
= U.S. Reinsurers Keeping Pace With Growing such as the FIA, the Factory Mutuals will absorb 50% of the commercial 
val * f k and, more ee the — . energy risk in i te with each commit- 

insurance associations. is is In es- ment undertaken—the balance being 

+ Vo ume, Variety 0 Mar et, NAII Is Told sence a form of reinsurance. reinsured with the Export-Import 
ne- The insurance business has entered without difficulty with American announce Most Recent Use Bank. This association will also issue 
m- a period characterized by greater free- companies. The financial capacity is ; policies to include the so-called pol- 

dom of action, and it is not merely by obviously present and available, and A most recent use of reinsurance jtical risk and these will be reinsured 
coincidence that the American rein- it can be claimed that there is now a available on this syndicated basis has 100% with the Export-Import Bank. 
surance market has seen such growth greater disposition and readiness to just been announced by the establish- Competition from abroad and also 
10t in volume, but also in the variety and use it. ment of the Foreign Export Credit that arising through the increasing 
ler originality of the contracts and rating | American resources, too, have been Insurance Assn. Initially, 20 companies number of domestic reinsurance facil- 
al, plans which are now available, Ellis combined to meet demands for cover- have subscribed to this association. Its ities has an important bearing on the 
aC= H. Carson, president New England Re- age in the domestic market for large purpose is to grant credit insurance to question of rates and reinsurance costs, 

to insurance, observed in his talk at the and unique exposures through the American interests engaging in over- (CONTINUED ON PAGE 19) 
is annual meeting at Los Angeles of Na- 
ed tional Assn. of Independent Insurers. a ; 
he Being close to the scene, reinsurance pk 
ew underwriters have had first-hand 
ld opportunities of judging the impact of 
le- the advances made by direct-writing 

companies, and they have not been 
Ar. slow to adjust their thinking and 
el. underwriting approaches accordingly, 
ire he explained, mentioning for example 
he the use of single limits per occurrence, 
his umbrella-type contracts applying to 


fire and casualty portfolios combined, 


IS THI 


be sliding scale commission contracts, and 
nd flexible reinsurance rating plans in- 
Ns corporating the kind of principles 
n- which underly experience and retro- 
spective rating plans in use in the 
k direct market. 
n- States Requirements , 
n- Mr. Carson said the growth of a re- 
ch insurance market requires, in addition 
to to the knowledge and skills of under- 
us writers, the development of substan- 
ld tial capacity to absorb the ever-in- 
iS~ creasing size of commitments required, 
ng and this has been accomplished by 
n- an increase in reinsurance facilities, 
ng either as individual companies operate 
professional reinsurance departments 
wor or by establishment of management 





organizations which have been granted 
underwriting prerogatives for rein- 
surance by the companies associated 
with the syndicates. 

One of the factors that in earlier 
years militated against the placing of 
reinsurance in American companies 
was the difficulty in securing rein- 
surers who would assume lead posi- 
tions, Mr. Carson observed, but now 
there are a number of these actively 
competing for business and _ their 
number probably will continue to grow. 

Another change, he said, has been 
the great expansion of capacity which 
does not rest upon retrocessions to 
Overseas markets. While complaints 
are heard about the difficulties in pro- 
viding adequately large protection for 
major risks, Mr. Carson wonders if 
this is not somewhat  over-stated. 
During 1961 there have been two in- 
stances of contract surety bonds (for 
which, there is no market at Lloyd’s), 
involving in one case a commitment of 
$60 million, and in the other $61.7 
million, both of which were placed 


GAB Names Six. 
In Midwestern States 


General Adjustment Bureau has 
transferred George L. Brock as man- 
ager from Mayesville to Fulton, Ky. 
Thomas §. Anderson, manager at 
Mankato, Minn., has been shifted to 
Milwaukee. 

C. S. Fisher, manager at Defiance, 
O., has been named manager at Ben- 
ton Harbor, Mich. J. J. Hess, who has 
been at Detroit, succeeds Mr. Fisher. 

Carl A. Sanderson Jr. of the Council 
Bluffs, Ia., office, has been named 
Manager at Hastings, Neb. Leroy A. 
Troske has been transferred as man- 
ager from Mobridge, S. D., to Mankato, 








Executive 


... and it spells security for more 
than 55 billion dollars’ worth of 
commercial and industrial proper- 
ties from coast to coast. 


First in its field for more than 87 
years, ADT offers the widest range 
of electric protection services to 
meet the toughest security require- 
ments. 


Combinations of these automatic 
services can give you a greater de- 
gree of plant security than outdated 


_and less dependable methods—often 


at less cost! 


GOttiece:e 5-8 Sixt t 


AMERICAN DISTRICT TELEGRAPH COMPANY 


Avenue, 


Today, more than 70,000 service 
subscribers (including almost all of 
the largest corporations in the na- 
tion) rely on ADT to safeguard life, 
property and profits against fire, 
burglary and other hazards, 


* * * 


An ADT security specialist can 
show you what dependable protec- 
tion really means. Call him today— 
he’s listed in your telephone book— 
or write us for an illustrated folder 
(Canada and U.S. only). 


New Vaekt® € 3, Ba. FF. 





A NATION WILDE @. 8.6. A. N12. AUT I 


Minn. 





XUM 





10 


Calendar Pages Ad Of 
‘Hartford Fire Repeated 


Hartford Fire group will carry a 
unique nine-page advertisement, in- 
cluding eight 1962 calendar pages, in 
the Dec. 16 issue of the Saturday 
Evening Post 

Almost full magazine page size, the 
calendar pages will be preceded by a 
full-page salute to Hartford agents and 
their services. Appearing for the se- 
cond consecutive year, the calendar 
ipage insertion is the largest ever 
scheduled by an insurance company 
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in any magazine. 

Research studies, undertaken in 
50 metropolitan market areas, indicated 
a highly favorable reaction to the 1961 
calendar pages. The studies showed 
that the pages were removed in 30% 
of Post subscriber homes within two 
days after receipt of the issue. Nearly 
four-million sets of calendar pages had 
been removed from the issue and hung 
within two weeks of the publication 
date. 

Again this year, hundreds of thou- 
sands of calendar page reprints will 
be distributed throughout the country 
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by Hartford agents. An _ extensive 
merchandising program, including a 
contest for agents, sponsored jointly 
by Hartford Fire and the Post, will 
be undertaken. 

The calendar pages, especially de- 
signed to be removed from the maga- 
zine and hung, are illustrated with full 
color landscape paintings by artists 
Dean Fausett, Bruce Mitchell, Gene 
Pelham and Robert Wood. Printed on 
extra-heavy paper, the pages are 
separately stitched and pre-punched 
for easy removal and handling. More 
than 450 tons of paper and 18,000 
pounds of ink were required for their 
production. 


Reliance Award Group Busy 


On Nassau Vacation Trip 


More than 250 Reliance agents from 
the eastern territory and their wives 
have completed an expense-paid vaca- 
tion in Nassau, earned through per- 
formance in the company’s sales in- 
centive campaign. 

A highlight of the vacation period 
from Nov. 11-15 was a panel discus- 
sion meeting at which key producers 
and Reliance executives exchanged 
views on paramount issues of the day. 
Agent panelists were John M. Parker 
Jr., Westfield, N.J.; Ralph N. Fey, Ox- 
ford, O.; Donald G. Walton, Jenkin- 
town, Pa., and Marvin G. Davis, Sa- 
vannah, Ga. 

During the six month contest, 2,600 
participating agencies wrote several 
million dollars in new business for the 
company. The top award for the agency 
producing the most sales went to Bar- 
rett-Parker agency of Westfield. Two 
couples from this organization will 
receive an additional four day vacation 
at Montego Bay, Jamaica. 

In other regional phases of the cam- 
paign, Reliance will soon send several 
hundred middle and far west agents 
and their wives on trips to Hawaii, 
Puerto Rico and the Virgin Islands. 


Ohio Farmers Names 
Elder To Indiana Field 


Ohio Farmers has appointed Max 
B. Elder manager at Fort Wayne, Ind., 
to succeed Thomas McRae who has re- 
signed to enter the agency business in 
Fort Wayne. 

Mr. Elder joined Ohio Farmers in 
1946. After several years in the home 
office casualty department, he was 
named a special agent in Illinois and 
Ohio. In 1953, he became a partner 
in the Burrell-Elder agency of Del- 
aware. In 1958, he returned to Ohio 
Farmers and traveled northeast Ohio 
until his appointment as assistant man- 
ager of northeast Ohio in 1961. 
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Pacific Indemnity 
Still In The Black 


Pacific Indemnity showed continued 
profit during the first nine months of 
1961. Net premiums written were 
$31,650,185, compared with $31,991,766 
in the same period of 1960. Premiums 
earned amounted to $29,848,126 com- 
pared with $28,945,455. 

Underwriting operations produced a 
statutory profit of $141,825. Combined 
loss and expense ratio for the first 
nine months of 1961 was 97.54%, 
compared with 94.35% for the like 
period last year. Combined underwrit- 
ing and investment operations, without 
including equity in the increase in 
unearned premium reserves, produced 
a net profit during the nine months of 
$1,433,143, equal to $1.99 per share, 
compared with a profit of $1,910,228, 
or $2.65 per share, during the same 
period in 1960. Net profit including 
equity in unearned premium reserves 
amounted to $2,025,822, equal to $2.81 
per share, compared with $2,901,183 or 
$4.03 per share, during the first nine 
months last year. All figures are be- 
fore dividends to policyholders. 

Surplus to policyholders was $23,- 
982,596, an increase of $3,517,589 after 
dividends to stockholders of $540,000. 


California Agents Name 


Four New Directors 


California Assn. of Insurance Agents 
has named four new directors: George 
H. Crist, Oakland; Walter L. Jensen, 
San Jose; Sherman Jones, Santa Ana, 
and Ernest Worth, Sacramento. 

Reappointed directors for the forth- 
coming year are John Barry, Larkspur; 
Leonard K. Bartlett, Modesto; A. E. 
Berkheimer, Redlands; A. N. Bushnell 
Jr., Los Angeles; A. W. Fuller Jr. 
Camarillo; Hugh W. Hudson, Watson- 
ville; Bruce N. Moore, San Diego; Mer- 
rill A. Nelson, Culver City; John E. 
O’Grady Jr., Pasadena, and Lloyd G. 
Whitman, Fresno. 


Merger Approved For 


Two Mich. Companies 

The Michigan department has ten- 
tatively approved a proposed merger 
of Barry & Eaton Mutual of Charlotte 
with Midwest Mutual of Buchanan. 
The merger is planned to permit the 
expanded insurer to write multiple- 
line coverage under the new name of 
Century Mutual. Combined assets will 


be in excess of $1,250,000. Home offices | } 


will be maintained in Charlotte. 


Scibal Adjustment Bureau of Atlan- 


tic City has appointed Karl A. Busch- ) 


mann Philadelphia regional manager. 





N-1348 
REINSURANCE MANAGER 


$20,000 


Insurance organization with world wide fa- 
cilities. City with population under 700,000. 


The Position: Supervision of existing re- 
insurance unit—underwriters, account ex- 
ecutives, etc-—will have major responsibility 
for expanding activities of Department. 


Employer's Specifications: College back- 
ground. Minimum ten years specialization in 
Reinsurance field. Thoroughly experienced 
in underwriting, preparation and negotiation 
of contracts. 





N-1350 


MULTIPLE LINE UNDERWRITING MANAGER POSITIONS 


$12,000 - 


$15,000 


A number of our clients in various areas of the country are expanding their underwriting 
facilities and placing one individual in charge of all underwriting operations. Employers 
have requested that we refer individuals in the 35-45 age range, preferably with college 
backgrounds, with a minimum of ten years Home Office Multiple Line underwriting ex- 
perience. A preference has been stated by most companies that candidates have been 
active in commercial lines, stemming from Casualty origins with tangible experience in 
Fire as well. All companies operating on a national basis and in no instance have assets 


under $25,000,000. 








Please refer to job number in responding. Write for our brochure ‘‘How We Operate’’. No obligation 


to register. All inquiries confidential. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St. 


HArrison 7-9040 


Chicago 6, Ill. 





N-1349 
INVESTMENT DEPARTMENT 
SALES MANAGER $20,000 


Nationally known multi-million dollar or- 
ganization with outstanding insurance fa- 
cilities. 

Scope of Position: Ability to plan develop- 
ment and initiate programs for the sale of 
securities by existing staff. 


Employer's Specifications: Minimum ten 
years Investment background, thoroughly 
experienced all aspects Mutual Funds. In 
addition to Investment background it is 
mandatory that individual have insurance 
sales experience. Employer pays service 
charge, moving expenses, etc. 
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” e ° in utilization. average to $20.08 over the 15 year 
lllinois A&S Underwriters Hear He explained that he used 1946 as period, while the non-wage cost rose 
a starting point because that was the 175% from $4.41 to $12.15. 

ed ° ° year wage controls were lifted. In that In Mr. Brown’s opinion the non- 
- of Acute Analysis Of Hospital Costs = the average hospital wage was wage cost increased much less rapidly 
; J er patient day. By 1960 it was than th indi iS d, i 
766 The exaggerated concern of many tions. For example, many psychiatric $32.23, an increase ye 343% per pa- fact, pon yp marie Rata piece 
underwriters and medical men with cases are treated in general hospitals tjent day. During the same period the tional cost of living increase. Hospitals 
“over-utilization” of hospital facilities today, while 16 years ago there were increase in cost of living was 49%. Why now purchase in the form of supplies 
threatens the concepts of voluntary not enough to compute a percentage. the discrepancy? Mr. Brown asked. much of what was previously ame 
da health insurance and prepayment. Ac- If, even with this transfer and the e chased as labor. he explained. Such 

tually, there has been surprising re- many other pressure factors, the in- Breaks Figures Down : ' 


ned _s ted ’ ; items as disposable needles, syringes 
irst straint on the part of the medical pro- crease in hospital use has risen only In an effort to answer this question, and catheters have made this possible. 
'% fession and of insured in the use of 13.72%, Mr. Brown does not believe he broke the figures down further. The Many more prepackaged items are also 


ike these facilities. Over a period of 15 the problem of rising costs can reside wage cost increased 303%from $4.98 
7 years, the increase in utilization has 


(CONTINUED ON PAGE 20) 


a been less than 1% a year. 

in These remarks were part of a pene- 
ced trating analysis of hospital costs made 
sof | by Ray Brown, superintendent Uni- 
re versity of Chicago clinics, at the 


28, November meeting of Illinois A&S Un- 
’ | derwriter’s Forum. Frederick Dirrick, 


ing Municipal of Chicago, vice-president 
ves of the forum, introduced the speaker. 


81 Mr. Brown pointed out that the na- 
tional average of hospital patients in- 
: creased from 9.4 per 100 people in 
De- 1946 to 12.8 per 100 in 1960. At the 

same time, the average length of stay 





9 decreased from 9.1 days to 7.6, produc- 
wwe ing a 13.72% increase in days of patient 
00. care over a 15 year period. 


Low Rate Of Increase 


This relatively low rate of increase 
has been maintained in spite of many 
pressures which would tend to raise 
nts | it. The educational level and standard 
ges of living have risen during this period. 
en, More wealth has been spread at the 
na, bottom of the social scale. There has 

been a growing tendency toward ur- 
th- banization, and city dwellers are more 
ur; | likely to use hospitals. Perhaps most 
E. significantly, there has been a tre- 
ell | mendous increase in prepayment, un- 
I, | til today about 80% of the population 
m- are using some form of prepayment. 
er Furthermore, general hospitals have 
E. taken more and more of the patients 
G. ey treated in private institu- 


Robedee To Succeed 
Russell At IRM 


Edward Robedee on Dec. 1 will suc- 
‘N- | ceed Howard F. Russell as general 
manager of Im- 
proved Risk Mu- 
tuals, Mr. Russell 
is retiring in ac- 
cordance with the 
terms of the retire- 
ment plan set up 
many years ago, 
and with Mrs. Rus- 
sell he will move 


to New Hampshire Sixteen Hartford “extras” help bring 
38 years of experi- 


_| Mind titers emeeimorctiaty | OTOSHeCts to the Hartford Agent s door 


surance. He joined the Improved Risk 

Mutuals in 1944 as head of the claim ieaiiaiinianiés 
=F 

I", 


department and was later appointed 








general adjuster. In 1955 he became ex- JACKSON 
ecutive assistant. He was appointed as- 


sistant manager in 1960. 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 
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Today's insurance marketing is geared to the demands of 
the buying public. One such demand is that bills be budget- 
able in predictable, convenient payments — like mortgages 
and autos, television sets and clothes. That’s why Royal-Globe 


created the RED SHIELD PREMIUM PAYMENT PLAN. 
Budget-minded people prefer the RED SHIELD PREMIUM 
PAYMENT for three main reasons: 

One, they don’t have to sign for this plan — no notes 
are involved; 

Two, they can pay monthly or quarterly; 

$2.25 per $100 


of annual premium on the monthly plan — $1.88 per 


Three, the service charge is minimal — 


$100 of annual premium on the quarterly plan. 
Ask your Royal-Globe fieldman to tell you more 
about this new marketing aid — the RED SHIELD 
PREMIUM PAYMENT PLAN, now available in 


GLOBE 


INSURANCE COMPANIES new vork 38, New York 


ROYAL INSURANCE COMPANY, LTO. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 


most states. 








FieNATIONAL UNDERWRITER 


Conventions 


Dec. 4-8, National Assn. of Insurance Commis- 
sioners, winter meeting, Adolphus Hotel, 
Dallas. 

Dec. 27-29, American Risk & Insurance Assn., 
annuat, New York City. 


1962 


Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear. Grand Bahama Hotel, Grand 
Bahama Island. 

Feb. 8-9, Conference of Mutual Casualty Com- 
panies, fire & inland marine, Conrad Hilton 
Hotel, Chicago. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 14-16, Michigan agents, annual, Sheraton- 
Cadillac Hotel, Detroit. 

March 13, Pittsburgh I-Day, 
Pittsburgh. 

March 22-23, Conference of Mutual Casualty 
Companies, underwriting, Conrad Hilton 
Hotel, Chicago. 

March 27-30, Pacific Insurance & Surety Con- 


Hilton Hotel, 


ference, annual, El Mirador Hotel, Palm 
Springs, Cal. 
April 8-10, Wisconsin agents, annual, Schroe- 


der Hotel, Milwaukee. 

April 9-10. Ohio mutual agents, annual, Bilt- 
more “otel, Dayton. 

April 11-13, Southern Claims Conference, 
nual, Sheraton-Charles Hotel, 

April 19-20, Missouri 
Governor Hotel, Jefferson City. 

April 20-21, Oklahoma agents, annual, 
Hotel, Tulsa. 

April 29-May 1, National Assn. of Insurance 


an- 
New Orleans. 


mutual agents, annual, 


Mayo 


agents, midyear, Western Skies Hotel, Al- 
buquerque, N. M 
April 30-May 1, New York mutual agents, an- 


nual, Hotel Syracuse, Syracuse. 


May 3-4, Conference of Mutual Casualty Com- 
panies, claims, Conrad Hilton Hotel, Chicago. 
May 3-5, Tri-State mutual agents of Pennsyl- 


vania, Maryland & Delaware, annual, Du- 
Pont Hotel, Wilmington, Delaware. 

May 6-8, Alabama agents, annual, Admiral 
Semmes Hotel, Mobile. 

Mov 6-8. Towa agents, annual, Hanford Hotel, 
Mason City. 


May 7-9, Health Insurance Assn., 
ver Hilton Hotel, Denver. 
May 7-11, National Assn. of Independent Ad- 
justers, annual, Fontainebleau Hotel, Miami 

Beach. 

May 8, Assn. of Casualty & Surety Companies, 
New York City. 

May 13-16, New York agents, annual, Concoi:d 
Hotel, Kiamesha Lake. 

May 17-18, Arkansas agents, 
Hot Springs. 

May 17-19, Mutual agents of Virginia & D.C., 
a Thomas Jefferson Inn, Charlottesville, 

a. 


annual, Den- 


Arlington Hotel, 


May 21, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel, 
Chicago. 


May 21-23, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 

May 21-25, National Fire Protection Assn., 
Society of Fire Protection Engineers, and 
Fire Marshals Assn. of North America, an- 
nuals, Sheraton Hotel, Philadelphia. 

May 24, National Board of Fire Underwriters, 
annual, Commodore Hotel, New York. 

May 24-26, National Assn. of Surety Bond 
Producers, annual, Broadmoor Hotel, Colo- 
rado Springs. 

May 27-3". American Assn. of Managing Gen- 
eral Agents, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 

May 30-June 1, Florida agents, annual, 


Fon- 
tainebleau Hotel, Miami Beach. 


June 3-6, Insurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 


June 5-8, New Hampshire agents, annual, Mt. 
View House, Whitefield. 

June 14-16, Mississippi agents, annual, 
water Gulf Hotel, Edgewater Park. 
June 17-20, Conference of Mutual Casualty 
Companies, Management, Jackson Lake 

Lodge, Jackson Hole, Wyoming. 


Edge- 


June 18-22, National Assn. of Insurance Com- 
missioners, annual, Queen Elizabeth Hotel, 
Montreal. 


June 20-22, Georgia agents, 
Motel, Jekyll Island, Ga. 
June 20-24, National Assn. of Public Insurance 
Adjusters, annuat, French Lick-Sheraton Ho- 

tel, French Lic«, Ind. 

June 21-22, Wisccnsin mutual agents, annual, 
Alpine Hotel, F.gg Harbor. 

June 24-27, Insuranc~ Advertising Conference, 
annual, The Lido Hotel, Long Beach, Long 
Island, New York. 


June 24-27, International Assn. of Health Un- 


annual, Corsair 


derwriters annual, Fontainebleau Hotel, 
Miami Beach. 
June 25-28, Virginia agents, annual, Cavalier 


Hotel, Virginia Beach. 

July 12-14, International Assn. of Insurance 
Counsel, annual, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

July 29-Aug. 4, NACCA Bar Assn., 
Denver Hilton Hotel, Denver. 

July 3l-Aug. 3, Federation of Insurance Coun- 
st. annual, Hotel Vancouver, Vancouver, 


annual, 


Aug. 16-18, New Mexico agents, annual, West- 
Albuquerque. 


ern Skies Hotel, 
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Your counsel 


is relied on with complete confi- 
dence by your client. You'll safe- 
guard his interests — and yours — 
when you point out the need for 


only sound basis for determining 
his insurance protection. 


THE LLOYD “THOMAS co, 


Recognized Appraisal Authorities 





HOME OFFICE: 
4411 Ravenswood Avenue 

Chicago 40, Ill. 
REPRESENTATIVES COAST TO COAST: 
Buffalo Detroit Milwaukee 
Cincinnati Grand Rapids Minneapolis 
Cleveland Houston New Orleans 
Columbus Indianapolis New York 
Dallas Kansas City Pittsburgh 
Des Moines Louisville St. Louis 

Los Angeles 





"DIRECTORY OF RESPONSIBLE“ 
INDEPENDENT 
ADJUSTERS 





a factual, provable appraisal as the - 








Os. Dd. 


WINNIPEG, Manitosa. 138 PortaGe Ave. East, TEL. WH 3-5476 
BRANDON. MaAniTosa. 106 - 11TH STREET, TELEPHONE PA 9-4653 
KENORA. Ontario, 114 Main ST. SOUTH, TELEPHONE HO 8-7229 
DRYDEN, ONTARIO, BOX 1552, TELEPHONE 217 
IN CANADA COVERING MANITOBA AND WESTERN ONTARIO 
ADJUSTING AND INVESTIGATING FOR COMPANIES ONLY 


SF. Kemaghan && 


INSURANCE ADJUSTERS 














SCOTT 
MavAameie UTAH-IDAHO 


INSURANCE ADJUSTERS 
Bay or Miah ett 


Idaho F: 








Spangler Adjustment 


Inspection Service 
ALL LINES 


880 E. Broad St. 1242 North 7th St. 
Columbus 5, Ohio Zanesville, Ohie 
Tel. CL 2-2322 Tel. GL 3-5379 











MORRELL P. TOTTEN & COMPANY, Inc. 





f All Lines 
ALASKA CALIFORNIA OREGON 
Anchorage Eureka Portland 
Fairbanks Fresno WASHINGTON 
Ketchikan Los Angeles Seattle 


San Francisco Spokane 











MANAGING 
GENERAL AGENTS 








Braerton, Simonton, Brown, 
Inc. 
740 Gas & Electric Building 
Denver 
Phone Acoma 2-4851 
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FieNATIONAL UNDERWRITER 


What Must Small Company Do To Compete? 
Alsop Offers Ideas At NAII Convention 


Five rules for survival of smaller 
companies in a highly competitive in- 
surance market were offered members 
of National Assn. of Independent In- 
surers at their annual meeting in Los 
Angeles by John Alsop, president 
Mutual of Hartford and candidate for 
the Republican nomination for gov- 
ernor of Connecticut. 

Mr. Alsop’s rules are: 

1. Have management and staff de- 
dicated to expansion, competition and 
the prospect of change. 

2. Keep the business concentrated 
enough to permit cost economies, and 
make any territiorial expansion on the 
pasis of seturation of the new market. 

3. Have a relatively high financial 
strength. 

4. Have a “dedicated, well-trained, 
aggressive” sales force that is well 
enough paid to be eager. 

5. Offer a competitive product at a 
competitive price and be prepared to 
merchandise it. 

The small company can’t afford to 
coast, Mr. Alsop cautioned. If it does, 
it will have no attraction for new, 
competent personnel and it will dis- 
appear. He said his company is 130 
years old and never was there a 
question as to its survival until the 
competitive developments of the past 
few years. 

Mutual of Hartford and other small 
companies can survive, Mr. Alsop 
said, if they dedicate themselves to 
the future and not the past. They have 
to continue to meet the demands 
of the public—the market place is the 
test for all insurers. 


Produced New Developments 


sr 


Competition and the emphasis it 
has brought to cost cutting has pro- 
duced such new developments as 
automation; multiple line; one-stop 
service; the idea of creating a com- 
pany image which has resulted in a 
“fantastic increase in company ad- 
vertising,” and a trend toward experi- 
mentation in new types of policies 
and types of coverage. All of these 
trends have resulted in a composite 
trend toward increased size, toward 
mergers, and exchanges, and associa- 
tions of companies. 

Against this background, the small 
companies, if they want to stay on 
the scene, will have to decide where 
they want to go, Mr. Alsop said. They 
can concentrate on a type of market, 
such as personal lines, or in a territory, 
or in some combination of market and 
territory which seems best suited for 
their operation. His company decided 
to stay in the personal lines market. 
The implications of this were more 
automation, more advertising, more 
personnel, more cost. These are im- 
portant considerations, he emphasized, 
but companies have to consider the 
impact of changing times. He said he 
knows of a specialty mutual which will 
probably be liquidated in the foresee- 
able future because its business has 
disappeared; its specialty is no longer 
needed. 

Can a small company automate? Mr. 
Alsop said he thinks so because there 
are numerous variations on the mar- 


Nashville CPCUs Elect Smith 

Paul R. Smith, Brandon agency, has 
been named president of Nashville 
chapter of CPCU. Other officers are 
William Rhett, Cherokee, vice-presi- 
dent; Robert Wallace, Travelers, treas- 
urer, and O. Nelson Bryan, Davis, 
Corson & Armistead agency, secretary. 


ket for companies of all sizes. 
Can a small company go multiple 
line? It means new and _ specialized 
personnel and carrying them long be- 
fore there is any production. It can be 
done if the company has the surplus 
or can join with someone who has. 
Can a small company advertise ef- 
fectively? In local media, yes. With 
ingenuity, a good job can be done in 


a limited market area. 

Can a small company follow new 
developments? It can use the product 
of others in the business as guides; 
in insurance such is available to all. 

Can a small company pay the bills 
that go with such an aggressive ap- 
proach? There is hope for all in the 
number of small companies, Mr. Alsop 
said, because mergers, consolidations, 
associations will bring the end pro- 
duct to what he termed the “critical 
size,” the size big enough to provide a 
competitive product at a competitive 
price. This “critical size” varies in 
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relation to the ambitions of the man- 
agement of the individual company 
and the requirements of the market 
in which it operates. 


Definite Advantage 


The small company, which is a big 
frog in a little pond has a definite 
advantage, Mr. Alsop declared. It is 
local, well-known and has a person- 
ality. If that company puts an em- 
phasis on marketing a competitive 
product in a restricted but growing 
area, it should always be able to sur- 
vive. 





TS UP TO YOU 


@ For the first time, AS/PN lets you choose the side of the 


collection coin you desire. Now, when you sell the new Paramount competitively-priced Auto Policy, you can 
collect the premiums yourself and bill the renewals yourself...or AS/PN will do it for you. Either way, you 
control the renewals. And incidentally, when you sell a policy you remit only the NET premium. Why not see 
an AS/PN man soon—and choose a plan! 


AMERICAN SURETY /PACIFIC NATIONAL FIRE INSURANCE COMPANY 
Administrative Offices: 100 Broadway, New York 5, New York 


APPROVED IN MOST STATES 
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BROWN BROTHERS ADJUSTERS 


Announces the Opening of Their Office at 


SANTA BARBARA, CALIFORNIA 
1222% State Street 
Day and Night Phone WO 5-3224 
ERNEST O’BANION, Adjuster-in-Charge 
Ernest O’Banion is a graduate of the Uni- 
versity of Santa Clara and attended Hast- 
ings Law School. He began his insurance 
adjusting career with the America Fore 


Group in 1953 and joined Brown Brothers 
Adjusters in 1959. 


Mr. O’Banion is qualified in multiple line 

claims and will service the entire area of 

San Bernardino County. 

Head Office: 545 Sansome St., San Francisco—Telephone EX 2-2825 
TED D. BROWN, General Manager 


See leading insurance directories for addresses and phone numbers 
of our 42 Branch Offices in 


CALIFORNIA, ARIZONA, NEVADA, OREGON AND WASHINGTON 
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ARIA Sends Out 
Ballots For Election 
Of New Officers 


Ballots have been sent to all active 
members of American Risk & In- 
surance Assn. for the election of 
officers, results to be announced at 
the annual meeting between Christ- 
mas and New Years at New York City. 

The office of president, Ist vice- 
president, secretary-treasurer, and as- 
sociate member on the executive com- 
mittee are uncontested. Nominees are 
John Bickley, University of Texas, 
president; Kenneth W. Herrick, Texas 
Christian, lst vice-president; Joseph 
Trosper, Southern Methodist Univer- 
sity, secretary-treasurer; and Robert 
Rennie, Nationwide Mutual, associate 
member on executive committee. 

Contested offices are 2nd vice-pres- 
tident, Kenneth Black Jr., Georgia 
State College, and David A. Ivry, Uni- 
versity of Connecticut. For active 
member on the executive committee, 
nominees are John Long, Indiana 
University, and Arthur Mason Jr., 
Washington University. 


Cleveland Surety Men 
Elect Dickey President 


John F. Dickey, Travelers, has been 
elected president of Surety Assn. of 
Cleveland. 

Other new officers are E. R. Dickson, 
American Surety, vice-president; H. 
Milton Jones, U.S.F.&G., secretary, 
and C. Gilbert Bullock, Hartford Ac- 
cident, treasurer. 

New members of the executive com- 
mittee are Charles R. Reed, Fireman’s 
Fund, and Edward Luba, Fidelity & 
Casualty. 
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Mays Named President 
Of ITA: Certificates 
Are Awarded To 497 


At the annual conference in New 
York of Insurance Institute of Amer- 
ica, Milton Mays, America Fore Loy- 
alty, was elected president to succeed 
John H. Dillard, Fireman’s Fund. Wal- 
ter Beeson, Great American, and 
Charles P. Jervey, Travelers, were 
named vice-presidents, and other of- 
ficers were reelected. 

In presiding over the certificate 
award ceremonies, Harry J. Loman, 
executive vice-president, said that 
497 had qualified. Local recipients 
were on hand, and Mrs. Augustine 
Strain of the New York insurance 
department, a certificate winner, ac- 
cepted on behalf of those from other 
territories who were not able to be 
present. 


Brown & Sons Names 


Magee Aviation Manager 


Don Magee has been appointed man- 
ager of the aviation department of 
Geo. F. Brown & Sons of Chicago. He 
was formerly manager of the aviation 
division of Okanagan Helicopter, Van- 
couver, and has been associated with 
aviation insurance since 1943. 

Mr. Magee will supervise all aviation 
underwriting for the Brown organiza- 
tion in the U. S. and Canada. Cover- 
ages include aviation hull and liability, 
aerial applicators hull and _ liability 
insurance, and accident insurance for 
pilots and passengers. 

Malpractice rates for physicians and 
surgeons have been increased 35.2% 
in New York by Professional Ins. Co. 
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YOUR REINSURANCE NEEDS RECEIVE 
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Reports To Agents 


HeNATIONAL UNDERWRITER 


On Billing, 


Life Selling, And Prior Approval 


Noting that failure can arise from no 
change and from changing to unsound 
practices or too 
radically, Robert 
E. Wallace, vice- 
president Chubb & 
Son, told the an- 
nual convention of 
Kentucky Assn. of 
Insurance Agents 
at Louisville that 
change should be 
made in the direc- 
tion of rendering a 
better service in a 
sound and profit- 
able way. 

He emphasized profit because the 
profit system underlies the whole 
philosophy of American business. In- 
surers not only are thinking of profits 
for themselves, which have been all 
too scarce in the last five years, but, 
despite accusations to the contrary, 
profits for agents and producers as 
well. 

Mr. Wallace touched on direct bill- 
ing, life insurance, and no prior ap- 
proval. 


Direct Billing 


Of the many changes going on in 
the business, direct billing is one of 
great interest and divergent views. 
Direct billing is the answer of many 
agency companies to the competition 
of the direct writers in the personal 
insurance field. In this field are those 
whose insurance problems need spe- 
cialized treatment and who can afford 
and are willing to pay for a particular- 
ized program. Here also are all others. 
Direct billing appeals and applies to 
the latter—for the most part. He made 
this qualification because there are 
many communities so small that a 
producer representing one company 
would have difficulty making a living. 
Agents living in such areas, or those 
serving solely those in the first cate- 
gory, are the ones raising the loudest 
outcries against direct billing, he said. 

The arguments against DB are dan- 
ger of loss of ownership of renewals, 
difficulty of replacing business if the 
agent so desires, and commissions so 
low as to make the business unprofit- 





Robert E. Wallace 


Rudolph. Qube, Smith 
Raised By Travelers 


Travelers has named _ Ferdinand 
Rudolph secretary, methods and plan- 
ning department, and has advanced 
Charles K. Oaks Jr. and Lester Smith 
to assistant managers in the public 
information and advertising unit. 

Mr. Rudolph joined the company 
in 1926 in New York. He was trans- 
ferred to the home office in 1952 as 
office supervisor and was named as- 
sistant secretary in 1955. Earlier this 
year he was assigned to methods and 
planning. 

Mr. Oaks, with the company since 
1953, was made a supervisor in 1959. 
He is executive secretary of Insur- 
ance Advertising Conference and vice- 
president of Advertising Club of Hart- 
ford. He was the 1960 winner of 
Greater Hartford Junior Chamber of 
Commerce’s award as the outstanding 
young man of the year. 

Mr. Smith began with the company 
in 1953 as a production assistant. He 
was named supervisor in 1958. He 
was a Maine newspaperman before 
entering insurance. 
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able. 

The first argument is spurious as 
there are both contractual and prac- 
tical safeguards for the agent, Mr. 
Wallace declared. The first is his 
agency contract, which is specific on 
this point. Among other practical con- 
siderations is the reputation of the 
company or companies the agent se- 


THE AMERICAN GIVES YOU 


lects for this type of business. 

As to the second argument, if the 
agent chooses his company carefully, 
the problem should not arise. But if 
the unforeseen does occur, there are 
enough companies now in the field to 
give him a wide range of choice. 


Talks With Agents 


In answer to the third argument, 
Mr. Wallace said he had talked with 
several agents across the country who 
are successfully using direct billing. 
All are amazed at the opposition to 
direct billing because they have all 
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been at it four to six years with what 
they consider very profitable and sat- 
isfactory results. He quoted two typical 
reactions., 

One agent is located in a city with 
a population of about 100,000. Five 
years ago the agency had approxi- 
mately $300,000 of business, $100,000 
of it automobile. But automobile was 
dropping sharply due to the competi- 
tion of direct writers. At the end of 
1961 business will reach approximately 
$650,000, of which automobile is $200,- 
000. There is cne less girl than six 
years ago, and the agency will be able 


SELLING) EDGE 


When you deal with The American, you 
enjoy a selling edge over the competition. 
Take convenience and speed, for example. 
With 31 branch offices spread across 
the continent, The American puts trained 
fieldmen and underwriters close at hand 
to give you on-the-spot assistance. Each 
branch, complete in itself, offers fast claim 
settlements, prompt policy-writing, expert 
engineering and premium audit service. 
Second, The American provides definite 
rating and coverage advantages in many 


areas — meaning more business for you. 
And third, The American's multiple-line 
facilities mean you dial just one number 
for a// the answers to problems involving 
just about any line of property or casualty 
insurance. 

These are some of the reasons why 
The American gives you the selling edge— 
why it pays you to deal with The American. 
For nearest branch office write: The 
American Insurance Company, 15 Wash- 
ington St., Newark 1, New Jersey. 


= American Jwownance Group 


The American Insurance Company 
American Automobile /nsurance Company 
Associated Indemnity Corporation 
AUTOMOBILE * BONDS * BURGLARY * FIRE & ALLIED 
LINES * GENERAL LIABILITY * GLASS * GROUP 


ACCIDENT & HEALTH + INLAND & OCEAN MARINE e 
MULTIPLE PERIL * WORKMEN'S COMPENSATION 
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to handle considerably more business 
with the present staff. The agency 
used an imaginative advertising pro- 
gram involving radio, newspapers, and 
a good window display changed once a 
month—at a cost of $100. Most clients 
go the agency office to place their 
business, though two solicitors make 
calls where necessary. The substantial 
growth is attributed to the advertising 
program directed toward automobile 
insurance. The agency now is in the 
process of adding homeowners to the 
direct billing program. 


Agent Can Send Bills 

Under Chubb & Son’s system, Mr. 
Wallace said, the bills can either be 
sent direct to insured or to the agent 
to be forwarded. The agency above 
started out with the latter system but 
shifted to direct billing to save time. 
It now takes one girl one day a month 
to handle renewal and collection pro- 
blems. 

The second agency is located in a 
middle eastern state in a city with a 
population of about 80,000. In 1956 its 
automobile premium totaled $87,000 
but was dropping as a result of direct 
writer competition. This year the auto- 


-was 


FieNATIONAL UNDERWRITER 


mobile account will exceed $200,000. 
This agency has Chubb & Son send 
bills to the office, which seems to work 
better in this case. 

When the agency started the plan, 
it tried radio, newspaper, and direct 
mail advertising. It gave up radio after 
finding that newspaper advertising did 
a better job. People came into the 
office with the advertisement in hand. 
The agency’s other business has grown 
proportionately as new clients have led 
to fairly substantial commerical ac- 
counts. However, the principal benefit 
has been to free the principals so they 
can get out on other classes of busi- 
ness. 

During this period the male staff 
unchanged but the agency was 
able to release two girls. Subsequently 
three other women resigned and have 
not been replaced. The agency uses 
an IBM accounting system, for which 
it pays on an item basis. Since com- 
pany prepared billing program does 
not go through that process, the agency 
has reduced this bill $100 a month. 
One girl handles renewals, collections, 
etc., and spends about one hour a day 
on it. 

These are practical business firms 


at work profitably serving all segments 
of their community, Mr. Wallace ob- 
served. 

The growing number of fire and 
casualty companies acquiring or start- 
ing life companies is a trend not due 
to any critical attitude toward the 
established life insurance business but 
rather with the thought that through 
the agency system life insurance can 
be marketed on a broader basis. There 
is still a tremendous market for the 
sale of life insurance, he declared. The 
average amount of life insurance in 
force is equal to only about 20 months 
of family income. This, plus the rising 
population, and the continually grow- 
ing need for group and business in- 
surance, emphasizes the need for ad- 
ditional manpower to serve all of the 
public. There is no one in a better 
position to fill this void than the local 
agent, if he chooses to do it. 


Trend To Life Selling 


Many agents have been reluctant to 
sell life insurance. Their reasons vary 
but the greatest single deterrent has 
been lack of knowledge, coupled with 
the fear that their general insurance 
could be jeopardized by inability to do 
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a proper job. Many agents, how ever, 
have built up a good, solid life business. 


This news has been spreading. A de. | 


cided change has been taking place 
with appetites whetted additionally by 
occasional lucrative windfall cases that 
have been handled smoothly without 
interfering with the general insurance 
—in many cases strenghtening their 
ties with their general insurance 
clients. 

Life insurance can be sold in the 
same manner as other insurance, Mr. 
Wallace believes. Perhaps the greatest 
single factor in this direction has been 
the growing need for life insurance in 
business cases—for partnerships and 
for many other needs. Often these have 
been suggested by lawyers or business 
consultants. Then there are personal 
cases where life insurance can be used 





to help preserve estates. These are all | 
handled in a matter-of-fact way and | 


consequently have great appeal to the 
intelligent agent. 

Many agents specializing in personal 
insurance couple life with general in- 
surance in a budget program. There 
are companies equipped to do this on 


—— 


an automated basis. When such pro- | 


grams are properly sold they have 
great appeal to persons who have to 
watch their expenditures. The average 
person wants to be prudent and 
orderly, and this gives the agent the 
opportunity to render a real service 
with profit. With more and more 
agents presenting a complete program 
to their clients, the agent may be at a 
competitive disadvantage if he doesn’t 
render the same service. 

Experience in the no prior approval 
state of California shows that the ap- 
proach encourages competition, Mr. 
Wallace said. But by and large it is 
orderly competition, and an examina- 
tion of the underwriting results in 
California will show that they stack 
up favorably with countrywide results, 
including New York, where prior ap- 
proval is required. 

There is one fact a great many 
people are ignoring, he said. Practically 
all, if not all, states have anti-dis- 
crimination laws and in general have 
statutes that say rates must be neither 
too high nor too low. This is a real 
safeguard against the chaotic con- 
ditions envisioned by some. 

One of Chubb & Son’s agents con- 
ferred with the company about in- 
surance on the school of his city. He 
was having competition from the di- 
rect writers and was apprehensive 
about losing the business. The agent 
and company together worked out a 
proposition that saved the business for 
him, using among other factors a de- 
ductible plan. Because the city was 
a prominent one and someone was 
disappointed about not getting the 
business, a complaint was registered. 
Within weeks a representative of the 
tinsurance department of California 
went to see the company. Its records 
were complete and it was able to show 
it had not discriminated, the rate was 
equitable, and that ended the matter. 
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Bagot, Sullivan In 
Sterling Offices 
Facultative Posts 


Christopher C. Bagot has joined 
Sterling Offices as manager of the 





Daniel F Sullivan 


Christopher C. Bagot 


facultative department. Daniel E. Sul- 
livan has been advanced to assistant 
manager. 

Mr. Bagot has been in the business 
more than 35 years. He started his 
career with Sun Office in 1925 and 
held various underwriting and produc- 
tion posts for 19 years. He was later 
with General Cover Underwriters 
Assn., Century of Edinburgh and Cen- 
tral Surety, where he organized and 
operated the company’s fire depart- 
ment. From 1954 to 1957 Mr. Bagot 
was underwriting manager of the 
southern department of Pacific Na- 
tional Fire. Since 1957 he has been 
with Reliance at Atlanta, 

Mr. Sullivan joined Sterling Offices 
in 1960 as facultative underwriter. He 
had previously been for five years in a 
similar capacity with Bowes & Co. Mr. 
Sullivan is secretary of Reins Club of 
New York. 

Facultative operations of the west- 
ern department will continue under 
direction of Joseph E. Malfanti, man- 
ager of the department at San Fran- 
cisco. ‘ 


Printz Retires, Parker Up — 


At Ohio Inspection Bureau 


A. J. Printz has retired from Ohio 
Inspection Bureau as_ superintendent 
of the public utilities department. He 
joined the bureau in 1923 at Colum- 
bus, where he was head of the town 
rerating department. From 1933 to 1935 
he supervised the rerating of Cleveland. 
He was named to his most recent post 
in 1945. 

Robert E. Parker, who has been 
associated with Mr. Printz in the pub- 
lic utilities department, will succeed 
him. Mr. Parker joined the bureau 
in 1949 
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Glens Falls Opens 
Western Unit: New 
Appointments Made 


Glens Falls has opened a western 
department at the home office of the 
affiliated Kansas City Fire & Marine. 
The move initially links the companies 
operations in Colorado, Kansas and 
Wyoming. 

The fire and casualty facilities of 
both companies and the pool and as- 
sociation services of Glens Falls will 
be available to agents of both com- 
panies in the three states. Life and 
premium financing facilities will be 
established as rapidly as_ possible. 
Other western and southwestern states 
will be brought under the new de- 
partment in the near future. The 
operations will be directed by Morton 
T. Jones, president, and Arthur L. 
Lowe, executive vice-president Kan- 
sas City F. & M. Mr. Lowe is also 
vice-president of Glens Falls. 

Fred H. Calvin, Lynn D. Carney, 
William F. Seitz and Eugene K. 
Thomas, vice-presidents of Kansas 
City F. & M., have been named secre- 
taries of Glens Falls. In the western 
department, Charles F. Fisk, vice-pres- 
ident, and Bryson Clark, assistant 
secretary Kansas City F. & M., have 
been named chief accountant and chief 
statistician, respectively. 

Leonard C. Thompson, who has been 
claims manager at Pittsburgh, has been 
advanced to claims superintendent at 
the new western department. He has 
been with the company since 1948 and 
was at the home office and at Philadel- 
phia before going to Pittsburgh in 1955. 


Springfield Appoints 

Springfield-Monarch has appointed 
Paul H. Hanson superintendent of 
casualty underwriting at the Syracuse 
service office. Mr. Hanson was for- 
merly with Hartford Fire at Syracuse 
and Minneapolis, and with Kemper 
group at Syracuse. 


Mutuals Raise BI Rates 
On OL&T For Ore. Schools 


Mutual Bureau has raised OL&T 
BI rates on Oregon schools from 100% 
to 700%, effective Nov. 15. 

The revision reflects the Oregon 
supreme court decision in the case of 
Vendrell vs School District 26 of Mal- 
heur County. This has the effect of 
divesting schools in Oregon of their 
governmental immunity from lawsuit, 
to the extent that such schools have 
purchased liability insurance. The re- 
vision will bring Oregon rates in line 
with other states where schools do not 
have immunity. 


F. & D. Names Thompson In 
Ia. And Honnert In Wash. 


Fidelity & Deposit has named James 
E. Thompson manager of the Des 
Moines service office. He succeeds 
Joseph W. Schmich, who has been 
advanced to assistant manager at Mil- 
waukee. 

Eugene H. Honnert, special agent at 
San Francisco, has been transferred to 
that post at Seattle 


Roth To Milwaukee 


Royal-Globe has appointed Gerard 
Roth state agent at Milwaukee. He 
succeeds Charles W. Smith, resigned. 
Mr. Roth, with the company more than 
25 years, has been special agent in the 
metropolitan production department in 
New York. 
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CROWN LIFE 


PLAN 


designed for sale... where low premiums... where high cash 
values... where high dividends are required ! 


20 PAY CROWN SECURITY LIFE AT 65 





Ann. Prem.** 


CSV 2 


Accum. Divs.* ] 





Compare these top values per $1,000 : 


Age 25 Age 35 Age 45 
$ 29.53 $ 36.32 $ 46.32 
13.00 19.00 26.00 
87.00 109.00 134.00 
223.00 274.00 329.00 
554.00 676.00 814.00 
814.00 814.00 814.00 
2.61 2.82 3.43 
16.00 18.00 22.00 
42.00 47.00 57.00 
133.00 152.00 184.00 
506.00 324.00 184.00 


*Dividends not estimates or guarantees. **Plus $7.50 per policy annually. 





Sold non-participating, too, with lower premiums but same high commissions 
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To: Brokerage Development Dept., 
Crown Life Insurance Co., 
120 Bloor St. E., Toronto, Canada. 


Please rush details of Crown Security Life at 
65 and 20 Pay Security Life at 65 
to: 


NAME 





ADDRESS 





City STATE 








Crown Life Underwriters of Dayton, 4981 Alhambra Ct., Dayton, CL 2-5541 


P. D. Dreifus, 824 Union Central Bidg., Cincinnati, GA 1-1910 

J. E. Hamm, Jr., 322 Hanna Bidg., Cleveland, CH 1-3987 

R. B. Tilton, 683 East Broad St., Columbus, CA 1-1601 

White, Wilson, Merritt, Inc., 1115 Superior Bidg., Cleveland, CH 1-6765 

R. G. Means, Beacon Bidg., 50 W. Gay St., Columbus, CA 1-2989 

A. A. Sells, Port Lawrence Bidg., Room 202, 206 Michigan St., Toledo 2, CH 4-5529 


H. 0. Bull, 112 Berwyn Rd., Muncie, AT 8-6495 


Federal Insurance Agency, 1712 North Meridian, Indianapolis, ME 8-1358-9 


n” 


Michigan: 


=-2929 


Po) 


R. C. Fagan, Crown Associates Inc., 208 S. LaSalle St., Chicago, FE 6-7318 


. J. Cohn, 1174 First National Bidg., Detroit, WO 2-8458 

. L. Hunter, 208 North Woodward Ave., Royal Oak, 961-4421 

. G. Kendall, 19600 Woodward Ave., Detroit, TO 9-7800 

. A. O’Brien, 302 First National Bank Bidg., Escanaba, ST 6-6811 
. E. Shackleton, 208 North Woodward Ave., Royal Oak, 961-4421 
. C. Stager, 1239 East Fulton St., Grand Rapids, GL 9-4684 








HOME & OVERSEAS 
OFFICES, Ltd. 


facultative and treaty intermediaries 
REINSURANCE 
Full facilities...and an experienced 
staff at your immediate service. 


90 JOHN STREET - 


NEW YORK 38, N. Y. 


telephone WO 4-8236 
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Jack Landreth 


HeNATIONAL UNDERWRITER 


““ANOTHER SUCCESS!”? 


reports Jack Landreth, C.P.C.U. 
McKinney-Landreth Ins., Lawrence, Kan. 





“USING ST. PAUL’S AUDIO-VISUAL TOOLS 
BOOSTED $100 ANNUAL PREMIUM TO $1200” 


“I’m enthusiastic about the whole 
St. Paul audio-visual program. It 
sold St. Paul’s Multicover for me,”’ 
writes Jack Landreth, C.P.C.U., 
Lawrence, Kansas. 


‘‘We had insured a family auto and 
discussed Business Interruption but 
there was no action. Then I was 
able to show the St. Paul Multi- 
cover Plan film. Sales resistance 
melted. My client enthusiastically 
asked me to quote coverage on his 
Stock of Merchandise, Business In- 


terruption, Premises Liability, 
Storekeepers Burglary on two store 
locations. We picked up all the 
coverages. The result—the $100 
annual premium on the auto was 
boosted to $1200.” 


St. Paul’s Audio-Visual films can 
overcome sales resistance for you, 
too. Get full details . . . and find 
out how you can be a successful 
St. Paul Agent. Write your nearest 
St. Paul office. 


THE ST. PAUL 


INSURANCE COMPANIES 


HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Mass. 

















Serving you around the world 
St. Paul Fire & Marine insurance Company 
St. Paul Mercury Insurance Company 
Western Life insurance Company 











EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 


around the clock San Francisco 6, Calif, 
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Answers Criticism Of No Prior Approval 


(CONTINUED FROM PAGE 8) 

laws. I ask you, how long would such 
a bureau or independent filer be 
permitted to remain in business? Can 
there be any doubt that such irrespon- 
sibility would jeopardize the license 
of a rating organization or independent 
filer?” 


Ignored Important Departure 


“Those who have criticized our pro- 
posal have glossed over or completely 
ignored a very important departure 
from the all-industry bill,” Mr. Gilmore 
went on. “This is a departure which 
closely ties into the elimination of 
prior approval. Under the all-industry 
bill, there is a statutory requirement 
for adherence by members and sub- 
scribers to bureau rate filings made 
on their behalf. Because of this ad- 
herence requirement, many were of 
the opinion that it was necessary to 
have prior approval of rates in order 
to prevent abuses flowing from such 
adherence. Our bill has no_ such 
statutory adherence. Subscribers to a 
rating bureau are free to utilize bureau 
services as they see fit, and at the 
same time make their own filings. 
Even members of a rating bureau are 
not statutorily required to adhere to 
bureau filings. Members can only be 
required to adhere after adoption by 
the bureau of certain rules which are 
subject to important qualifications and 
which must be approved by the com- 
missioner. Since we have completely 
eliminated adherence with respect to 
members, we think it is logical to 
abandon prior approval which, as 
suggested, was considered an _ indis- 
pensable corollary to rules of ad- 
herence.” 


Clarifies WC Question 


Mr. Gilmore examined some of the 
“less bizarre and less fanciful’ crit- 
icisms of the proposal. Critics have 
wondered why, if the bill is a sound 
and desirable method of regulating 
rates, has a different approach been 
suggested for workmen’s compensation. 
They wonder why Mr. Gilmore’s prin- 
cipals are willing to accept prior ap- 
proval for WC while urging the op- 
posite for the other lines. 

“Actually, our bill does not exempt 
WC, just as the all-industry model 
bill did not exclude it. We recognize 
now, just as it was recognized at the 
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429 NORTH PENNSYLVANIA STREET 
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Branch offices conveniently located at Albany, New York; 
Dallas, Texas; Los Angeles and Walnut Creek, California. 


Write to home office for full details. 


INDIANA TY aaNs : 


AWE \_L 


GROW 


departments— these 
PLUS factors can make 
your selling job easier 
and more profitable 








FIRE 
INLAND MARINE 
Ph ge) 


or 14 


CASUALTY 


INDIANAPOLIS 9, INDIANA 


time of the all-industry bill, that many 
states regulated WC under special 
statutes. Today some 18 states regu- 
late WC under special statutes. Even 
California, Idaho and Missouri, whose 
laws do not even require rates for 
most lines to be filed, have special 
provisions applicable to WC. New 
York, which prior to 1948 had a filing 
with right of immediate use law, al- 
ways required WC rates to be ap- 
proved by the superintendent. In fact, 
it still has this specific prior approval 
jrequirement for WC, even though 
other major lines are subject to the 
vall-industry version of prior approval.” 

From its inception, WC has been 
subject to a high degree of regulation. 
There is nothing at all startling or 
noteworthy in the fact that some states 
may desire to regulate WC in a dif- 
ferent manner than other lines. ‘Nor 
is recognition of this fact on our part 
an abandonment of principle today any 
more than it was when the all-in- 
dustry bill was under consideration,” 
Mr. Gilmore declared. 


Disclaims Competition As 
Base For N.Y. Agent Law 


At a recent hearing on the freedom 
of contract law by the New York joint 
legislative committee on insurance 
rates and regulation, Paul L. Bleakley, 
counsel, quoted Gov. Rockefeller as 
saying that “each year the amount of 
casualty insurance written on a direct 
writing basis increases while that 
written through independent agents 
and producers declines.” 

Arthur L. Schwab, Staten Island 
agent and legislative representative of 
New York State Assn. of Insurance 
Agents, has written Mr. Bleakley to 
refute this observation. The letter 
states that Allstate and Nationwide 
Mutual actually have lost ground ‘in the 
past five years and that State Farm 
Mutual Automobile’s rate of growth, 
which had its first full year in New 
York in 1956, now seems normal. 

Quoting from the loss and expense 
ratios of the New York department, 
Mr. Schwab writes that in 1956 All- 
state and Nationwide wrote 16.8% of 
the automobile BI in the state and in 
1960 the two wrote 16.7% of the total. 
State Farm wrote .2% of the total in 
1956 and 1.4% of the total in 1960. 
The three increased their share of the 
total from 17% in 1956 to 18.2% in 
1960. 

Mr. Schwab also called attention to 
the loss and expense exhibit as show- 
ing that State Farm’s loss ratio on 
auto BI in the state was 45.2 in 1956, 
111.7 in 1957, 130.5 in 1958, 111.4 in 
1959, and 71.9 in 1960. In 1958, the loss 
ratio was 130.5 and expense ratio 
countrywide was 45.4 for a total of 
175.9. Its auto BI business in the state 
was $6,958,226 in 1960, a 20% increase 
over 1959, compared with a 36% in- 
crease the year before. 

Mr. Schwab wrote that he was seek- 
ing to show that the competition of 
these companies has no bearing on 
the freedom of contract law, which 
merely prevents individually negotiat- 
ed commission contracts from being 
modified by a rate filing. 


Cincinnati Has Gains 
Cincinnati Ins. in the first three 

quarters had written premiums of $4,- 

245,318, an increase of 16%. The com- 


bined loss and expense ratio was 94.4% 
Surplus to policyholders increased 


from $1,467,683 to $1,848,365 at Sept. 
30. 
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FieNATIONAL UNDERWRITER 


Reinsurers Keeping Pace With Markets 


(CONTINUED FROM PAGE 9) 

Mr. Carson pointed out, Not only on 
account of competition between pri- 
mary insurers, but also by reason of 
the system of rate regulation, all items 
which go into the cost of doing busi- 
ness are coming under increasingly 
careful scrutiny. 


For Own Protection 


The cost of reinsurance is not as 
closely defined in company statements 
as are other items of expense. The 
expense exhibit itemizes such outgo 
as salaries, rents, travel, telephone, etc. 
The insurance a company buys to cover 
WC, fidelity bonds, etc., for its own 
protection are direct charges against 
income, Reinsurance is dealt with in 
a completely different manner. No- 
where in either the annual statement or 
the expense exhibit are reinsurance 
costs delineated nor indeed for a pri- 
mary insurer is there a statement of 
gains or losses due to reinsurance 
operations. Obviously, the cost of re- 
insurance is as much an expense of 
business as salaries, rents, or travel. 

Reinsurance costs plus profit vary, 
but, Mr. Carson said it is probable 
over a period of years these will ag- 
gregate between 5% and 742% of pre- 
miums ceded. In a comparison of 
primary companies specializing in auto, 
a figure of 6% for reinsurance over- 
head has been arbitrarily assumed. 
Companies A, B, and C include some 
of the largest; companies W, X, Y, and 
Z are smaller companies with annual 
written premiums of: Company W, $55 
million; Company X, $7 million; Com- 
pany Y, $2 million; and Company Z, 
$1,500,000. 


‘Reinsurance Expense Ratio’ 


The following figures represent 6% 
of the reinsurance ceded, expressed 
as a percentage of written  pre- 
miums. This has been designated as 
“reinsurance expense ratio:”’ 


Company A —_ .027 
" B — .001 
- C — _ .007 
Company W — .498 
. X— .542 
is Y — 2.477 
“3 Z — 2.019 


The low costs of companies A, B, 
and C may be explained by several 
factors, of which Mr. Carson discussed 
two: 


—These companies may be extremely 
conservative in the size of limits for 
which they will issue policies. Thus, 
their exposure to losses in excess of, 
say, 25/50 may be quite small. 

—They may be constantly watching 
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the incidence of losses by size so as to 
maintain retentions high enough to 
absorb completely what can be re- 
garded as predictable losses. 

As a corollary, he added, their re- 
tentions are fixed at such a level that 
their reinsurance shall perform only 
the function of protecting their ex- 
perience in any one year from the 
effects of losses which are truly cat- 
astrophic in that they may throw their 
experience out of kilter, for example, 
windstorm or flood. With companies of 
such size, there is probably no call for 
reinsurance for surplus relief purposes. 
They do not need or wish to purchase 
reinsurance beyond that required for 
what might be categorized as _ loss- 
leveling purposes. 


Ratios Much Higher 


Companies W, X, Y and Z, whose 
reinsurance expense ratios are much 
higher, might well need reinsurance 
in part for the purpose of relieving 
strain on their surpluses. The rein- 
surance may in part apply to pre- 
dictable losses. In addition, for com- 
petitive reasons, they might not find 
it feasible to adhere to a rigid under- 
writing policy of confining their re- 
insurance requirements in quite a 
different light. 

Mr. Carson said a great deal of at- 
tention is paid by reinsurance brokers 
and underwriters alike to the effects 
on reinsurance costs of the retentions 
assumed by the direct-writing com- 
panies. In these respects, there is no 
substitute for close collaboration and 
the freest possible exchange of in- 
formation and understanding. Also, 
the retentions should not in any sense 
be regarded as static and their coura- 
geous as well as intelligent adjustment 
cannot fail to have a marked effect on 
any direct-writing company’s fortunes. 


Cites Example 


As an example of how increased 
retentions could reduce the reinsur- 
ance cost of a medium size company, 
Mr. Carson said the three-year results 
based on a retention for casualty busi- 
ness of $25,000 per accident were com- 
pared with the cost of reinsurance in 
excess of $50,000. The losses falling 
between $25,000 and $50,000 amounted 
to around $500,000 and the reinsurance 
premium for the excess of $25,000 up 
to $50,000 for the same three years 
was $675,000. The difference between 
losses recovered and premiums for re- 
insurance was, therefore, $175,000 or 
an overhead cost to the insurer of 
close to $60,000 a year. Thus from this 
example it can be seen how higher 
retentions can result in substantial 
savings to primary insurers. 
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Hear Acute Analysis Of Hospital Costs 


(CONTINUED FROM PAGE 11) 
available, effecting further cost trans- 
ference. Also, most small-scale hos- 
pitals—over half of the hospitals in the 
U. S. fall into this category—contract 
services because they cannot justify 
the use of expensive machinery. Serv- 
ices contracted include laundry, win- 
dow-washing and food. 

Therefore, Mr. Brown said, the prob- 
lem is labor rather than supplies. In 
1946 hospitals employed 1.48 people 
per patient day. In 1960, they employ- 
ed 2.26. This rise alone accounts for 
17.4% of the wage increase. It has 
been caused by the improvement in 
working conditions in the last few 
years and by the many medical ad- 
vances which have occurred. Shorter 
hours mean more employes, and each 
medical advance requires more peo- 
ple and more money to pay more high- 
ly specialized employes. 


‘Captive Philanthropists’ 


An increase in the hourly wage to 
$12.48 per patient day has accounted 
for the remaining 82.6% of total wage 
increase. Mr. Brown reminded his 
audience that hospital employes start- 
ed from a very low wage. They were, 
in effect, “captive philanthropists.” 
There had been no competition for 
their services, largely because most of 
them were women and there had been 
limited opportunity for female employ- 
ment. After World War II, however, 
women had demonstrated their use- 
fulness in many fields, and hospitals 
were forced to compete with industry 
wages. 

Mr. Brown emphasized that 62% of 
hospital costs are for wages, as com- 
pared with 28% in industry. This 
means that a 1% wage increase will 
have twice the effect on hospitals as it 
will om industry. 

Though it is not generally known, 
hospitals are the largest employers of 
labor in the nation. They employ 2.2% 
of the total labor force—one out of ev- 
ery 43 workers, in other’ words, 
1,580,000 people. If hospitals are to sur- 
vive, they must compete for their 
large portion of the labor force, and 
this, again, means larger salaries. 

Also not widely known is that hos- 
pitals are a growth industry. No other 
industry had near the hospitals’ rate 
of growth between 1959 and 1960. Of 
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257,000 additional workers entering 
the labor force, 60,000 were claimed by 
hospitals. That large a_ proportion 
exerts additional financial pressure. 

Notwithstanding all these pressure 
elements, the average rate of hos- 
pital pay in 1960 was still only 72% 
of the rate in industry in general. This, 
Mr. Brown suggested, is the answer to 
those who say hospitals “are going 
wild.” In spite of restraint, however, 
hospital salaries have increased faster 
over the past 15 years than in industry 
at large. This, he said, is the answer 
to those who urge hospital unioniza- 
tion. 

A large impact on hospital wages 
has been made by the over-all up- 
grading in the quality of their em- 
ployes. Hospitals today are not only 
the largest employer, but also the 
largest employer of skilled labor. There 
are, for instance, more nurses than 
there are members of United Auto 
Workers. Many new medical profes- 
sions have come into existence. In 
1946 there was no such thing as a prac- 
tical nurse. 


Skills ‘Passed Down The Line’ 


Skills have been “passed down the 
line” in hospital work to the point 
where any further distribution may 
endanger the patient. This means that 
for most hospital jobs, a level of at 
least “native intellect” is required that 
no longer permits reaching to the 
bottom of the barrel. 

In conclusion, Mr. Brown said that 
whatever happens to hospital costs will 
be beyond trustees and administrators. 
Future developments will depend on 
wages and industry in general. As long 
as the government is dedicated to 
the proposition of a wage increase ev- 
ery year, hospital costs will continue to 
rise. With little chance to mechanize 
and automate beyond a certain point, 
hospitals cannot substitute capital for 
labor. Paradoxically, he said, the more 
efficient industry becomes, the more 
hospital rates will go up. 


Continental Directors 
Urge Stock Dividend 


Directors of Continental have rec- 
ommended that action be taken at the 
annual stockholders meeting March 
21, to increase the number of authoriz- 
ed shares to provide for a 5% stock 
dividend payment in the second quar- 
ter of next year. The company has also 
declared a quarterly dividend of 55 
cents payable Dec. 11, to stock of rec- 
ord Nov. 27. Continental has 11,998,290 
shares outstanding. 


Security General Of S.D. 


Names Four Officers 

Security General of Sioux Falls has 
named Earl Budde secretary to replace 
Kevin E. Smith who will continue as 
executive vice-president. Thomas V. 
Cassidy, George R. Farmer and Robert 
Meskan have been named vice-presi- 
dents in charge of hail, underwriting 
and claims respectively. 


Seaton Joins N. J. Agency 

James P. Seaton has joined the Mer- 
rill, Applegate & Co., agency at South 
Orange, N. J. He began his insurance 
career with Middle Department Assn. 
of Fire Underwriters in Philadelphia 
in 1937. After service in World War II, 
he went with Home in Harrisburg. For 
the past 10 years he has been with 
Aetna Fire as a special agent in north- 
ern New Jersey. 
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Company Presidents Offer °Total Marketing’ Views 


(CONTINUED FROM PAGE 2) 

Mr. Gurash observed. It is simply an 
application of total resources of a com- 
pany in a manner that will produce 
a profit. Today’s consumer is sophis- 
ticated; he wants quality, convenience 
(not necessarily personal service) and 
low distribution cost. Sometimes, Mr. 
Gurash added, the consumer can iden- 
tify himself with a group. 

Of the four systems of insurance 
distribution—direct mail, direct writ- 
ing, exclusive agents, and traditional 
agency system—control of the distri- 
bution source diminishes from first to 
last, Mr. Gurash said. The traditional 
agency system has lost the initiative 
in the mass market, although it holds 
its position in the commercial field. 
Lack of control of distribution means 
that a considerable part of marketing 
as it relates to consumers is modified— 
consumer needs are compromised with 
the realities of lack of control. 

The best conceived plans, Mr. Gu- 
rash noted, will crumble if the agent 
doesn’t like the product—the agency 
system is “challenging and frustrat- 
ing” for the companies. He remarked, 
however, that recognition of its limi- 
tations doesn’t mean a loss of confi- 
dence in the strength of the system. 

Organizing marketing to produce a 
profit implies there will be no loss 
leaders, Mr. Gurash said. He believes 
there should be differentiation be- 
tween personal and commercial pro- 
ducers, with home office underwriting 
split also. 

Pricing is a function of marketing, 
and Mr. Gurash said there are two 


influences to be dealt with currently— 
the social implications of insurance, 
and the predominance of investment 
income over underwriting gain, indi- 
cating an obvious underpricing of the 
product with consequent damage to 
the smaller companies. 

Mr. Hodges commented that the 
trend of events is narrowing the dif- 
ferences between types of companies. 
About six years ago, American Mutual 
Liability concluded that dynamic com- 
petition was here to stay and em- 
barked on a program of decentral- 
ization. Every function of the company 
was organized toward the needs and 
wants of the customers in any way 
an insurer could be expected to handle 
them. 


Three Markets 


His group is in three markets, Mr. 
Hodges said—industrial with Amer- 
ican Mutual; commercial and personal, 
the latter two with Allied American 
Mutual Fire and American Policy- 
holders. He described in some detail 
the line and staff organization of the 
companies to do a fire and casualty 
business under heavy pressures on 
costs, mentioning the introduction and 
use of automation, commenting that 
package policies and rating plans may 
come and go but automation appears 
to be here to stay. 

Total marketing, according to Mr. 
Evans, is distribution of the insurance 
product at adequate rates which allow 
for payment of claims, provide for 
contingencies, pay agents and em- 
ployes sufficiently so the best person- 








From Louisiana Insurance Rating Commission: Mrs. H. P. Walker and Mr. 
Walker, who is chairman of the commission; N. J. Lapara; Harry Friedman, 
and E. D. Wingate at the NAII meeting in Los Angeles. 


nel can be attracted, reward the stock- 
holders, and encourage the investing 


public. 
That all of this is not being ac- 
complished was evident when Mr. 


Evans noted that in the last decade, 
the most prosperous in the nation’s 
history, the leading 750 agency stock 
companies, while doubling their assets 
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and surplus, showed an underwriting 
loss in the aggregrate of $250 million. 
It is a shame that in such times a 
buisness has to resort to unrealized 


appreciation in its investments to 

carry the load of its business, Mr. 

Evans declared. 

Diversification All Important 
Diversification of business, Mr. 


Evans said, is all important. This ap- 
plies to type of business, location and 
market. The means by which Amer- 
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Leo C. Shanosky of Unity Fire & General in the Munich Reinsurance head- 
quarters at the NAII convention at Los Angeles with James Inzerillo, presi- 
dent Munich Re; Anna Mary Darden and Thomas Darden, vice-president of 


Munich Re at Chicago. 


ican Casualty carries out this theory 
he related in some detail. 

Allstate operates under six prin- 
ciples of total marketing, Mr. Branch 
said. They are: 

—Always remember the importance 
of the customer. 

—Know your markets. 

—Advertise and merchandise. 

—Coordinate all sales activities. 

—Provide one-stop sales and service. 

—Remember above all that nothing 
happens until the sale is made. 


Admirable Anchor Man 


Mr. Branch made an _ admirable 
anchor man for the panel. His talk was 
accompanied by slide films that il- 
lustrated his points. The presentation 
was so effective that Mr. Branch not 
only described how Allstate applied 
its total markting to fire and casualty 
insurance, he marketed Allstate in the 
process, causing several in the audi- 
ence to comment later that they were 
now convinced that Allstate didn’t 
achieve its growth simply by cutting 
rates or paying lower commissions. 

Describing himself as ‘fone of those 
referred to by our independent agent 
friends as a ‘ribbon clerk,’” Mr. 
Branch mentioned that he got his start 
in marketing behind an Allstate coun- 
ter in a Sears store in 1934. 

The growth of Allstate, Mr. Branch 
said, “has not occurred without some 
attention to basic principles of mar- 
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keting.” The first principle is to 
indoctrinate the entire organization 
with the philosophy that nothing 
happens until a sale is made. This is 
a principle which Mr. Branch said is 
so fundamental that it is overlooked 
in many companies. “Yet it is obvious 
that every department in any com- 
pany must share the responsibility for 
sales results.” 

Secondly, Allstate operates on the 
basis of remembering the importance 
of a customer and that his complete 
satisfaction comes first. Insurance is 
a service business and insurers have 
to make certain the customer, in the 
case of Mr. Branch’s company, will 
find “it’s easy to do business with 
Allstate.” To facilitate this, the com- 
pany has established five zones and 29 
regional offices across the country 
selling insurance from 1,400 sales- 
service locations in and apart from 
Sears stores. 


Must Know Markets 


The third marketing principle of 
Allstate is to know the markets so 
that it can recognize social and eco- 
nomic trends. The company feels it is 
necessary continuously to modernize 
products and keep operations in a 
position to capitalize on all opportun- 
ities. Allstate analyzes all segments of 
the economy and projects results for at 
least 10 years in the future so that it 
can establish future environments 
within which it will operate and so it 
will know the reasonableness of its 
goals on a long range plan. Allstate’s 
planning process and analysis of mar- 
kets carries into an evaluation of pop- 
ulation, motor vehicles, the economy, 
the insurance market both domestic 
and foreign, households and families, 
the labor force, gross national product 
and its components. In addition the 
company has completed a survey of 
40,000 of its own customers to deter- 
mine characteristics. The company’s 
latest attempt to satisfy customer de- 
mand and capitalize on a growing mar- 
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ket is the formation of Allstate Motor 
Club and the entrance into the travel 
business. 

The advertising and merchandising 
principle at Allstate means creation of 
awareness of the company and an un- 
derstanding of the products it offers, 
with the eventual goal that individual 
propects will consider Allstate the next 
time they buy insurance. 


Fifth Principle 


The fifth principle, to maximize the 
selling efforts by coordinating all sales 
activities through one marketing ex- 
ecutive, Mr. Branch contrasted with 
the more common idea of having pro- 
duct line managers report directly to 
the president. Allstate has separate 
marketing divisions for each product 
line, but the chief marketing executive 
is respensible for developing the 
marketing department’s policy and co- 
ordinates the sale of all lines, estab- 
lishes multiple line merchandising 
techniques, determines market oppor- 
tunities and sales requirements and 
supervises functioning of marketing 
such as sales personnel development, 
market research, advertising and sales 
promotions. 

Total marketing can only’ be 
achieved, Mr. Branch declared, if the 
sixth principle is employed—one-stop 
sales and service. This means selling 
and servicing the business at one lo- 
cation and providing the full circle of 
protection to a family. That makes it 
easy for the customer to do business 
with the company. 


Mich. Hikes WC Rates 
An Average Of 12.3% 


The Michigan department has ap- 
proved an average increase of 12.3% 
on workmen’s compensation rates, ef- 
fective Dec. 1, on new and renewal 
business. Outstanding policies expiring 
after Dec. 31 will be subject to a 4.5% 
increase on the unexpired portion of 
the coverage. 

Net additional premium cost for ‘the 
coming year to Michigan insured has 
been set at $4 million, allowing for ex- 
perience rating plans and dividend 
payments. The average increases by 
major class are manufacturing 11.2%, 
contracting 14.5%, and other classes 
combined 12.2%. 


Murphy Heads Marine Unit 

Robert A. Murphy of Chubb & Son 
was elected chairman of American 
Marine Insurance Clearing House at 
its annual meeting in New York. He 
succeeds W.H. Curwen, Royal-Globe, 
who had served the customary two 
year term. Dale E. Taylor, Atlantic 
Mutual, was elected vice-chairman. 
Edward R. King was reelected secre- 
tary. G. Doane McCarty Jr., Fireman’s 
Fund, was elected treasurer. 
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New Insurance Phone _ | 
Directory Of Cleveland | 


An insurance telephone directory 
for Cleveland has just been pub- 
| lished for the first time by the 
National Underwriter Co. Providing 
| the names, addresses and phone 
| numbers of thousands of persons 
active in insurance’ throughout 
| Cuyahoga County, and including 
listings of key personnel with titles, 
etc., this new directory will consti- 
tute a handy and timesaving refer- 
ence for all concerned with insur- 
ance in and around Greater Cleve- 
land. The Cleveland Insurance 
Telephone Directory will be pub- 
lished annually in the future, and | 
| is similar to the city insurance di- 

rectories which the National Under- | 
| writer Co. publishes for 11 other | 
| large cities. | 
| Not long after the National Un- | 
derwriter Co. established its north- | 
ern Ohio sales office under the 
| management of Paul Blesi, it became | 
| evident that such a directory would | 
be helpful to Cleveland insurance 
men. Mr. Blesi has spent a consider- 
able portion of his time establishing 
this new publication. Copies are 
currently being distributed. Addi- 
tional copies are available at $1 each 
from the National Underwriter Co. 
at 15515 Detroit Avenue, Cleveland 
7, or from the publication office 
at 420 East Fourth Street, Cin- 
cinnati 2, Ohio. 


| 
| 














Ledbetter Chairman 
Of N.C. Fire Bureau 


North Carolina Fire Insurance Rating 
Bureau at its annual meeting in Ra- 
leigh elected J. H. Ledbetter, southern 
department manager Hartford Fire, 
chairman of the governing board. 
James L. Dorris, president Hanover, 
was elected vice-chairman. 

The new chairman and vice-chair- 
man of the executive committee are 
W. E. White Jr., special agent Boston, 
and Spotswood H. Huntt, state agent 
Springfield. Also named to the com- 
mittee are Glen H. Duffy, Raleigh, 
manager U.S. F. & G., and Edwin W. 
Mawney, state agent Commercial 
Union. 

New company members of the gov- 
erning board are Aetna Fire, Berkshire 
Mutual, Great American and Hanover. 
Staff officials of the bureau were re- 
elected. 

David L. Kreeger, vice-president 
and general counsel Government Em- 
ployees, recently acquired a Picasso at 
an auction in New York for $81,000. 
He and his wife began collecting art 
works 10 years ago and now have 
more than 60 in their home in Wash- 
ington, D. C. 





Sen. Jarrard Se- 
crest of the Texas 
legislature; Miss 
Bettye Osborn, ad- 
ministrative assist- 
ant of NAII; and 
Arthur C. Mertz, 
NAII general coun- 
sel, at NAII con- 
vention in Los 
Angeles. 
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It’s all here... 


American Casualty agents benefit 
by a genuine multiple line port- 
folio which can unlock the doors 
to just about any type of personal, 
business or professional insurance 
account. Then there’s ACCOPLAN 
—the budget program which breaks 
up premiums into small, easy-to- 
take doses... and effectively “wraps 
up” the account. 


AMERICAN CASUALTY 


COMPANY OF READING, PENNSYLVANIA 
All major types of personal and commercial insurance through 20,000 agents and 
brokers and 61 service offices in all states, Canada and Puerto Rico 
Affiliates: VALLEY FORGE INSURANCE COMPANY and 
VALLEY FORGE LIFE INSURANCE COMPANY (Most States) 


*In most states. 
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Its creation was brought about by the post-civil war 
wave of incendiarism, frequent city-wide fires and 
general chaotic conditions of the fire insurance business. 


In 1925 GULF INSURANCE WAS ORGANIZED- 


Today the Gulf Group is 
Texas’ Largest Fire and Casualty 


Operating exclusively on the ‘‘American Agency System” 


GULF INSURANCE COMPANY 
ATLANTIC INSURANCE COMPANY 











Says Jury Should 
Have Passed On Fact 


Georgia court of appeals held that 
the exclusion of damage by sleet in 
an extended coverage endorsement is 
clear. However, it reversed a lower 
court verdict in favor of the insurer 
on the ground that the question of 
whether wind caused the damage 
should have been submitted to the 
jury. The case, which involved the 
collapse of two chicken house roofs, 
is reported in 10 CCH (Fire & Cas- 
ualty) 1094, as Stephens vs Cotton 
States Mutual. 

On the date of the loss, March 2, 
1960, it sleeted and snowed all day 
until 11 p. m., when the two roofs 
collapsed. There was testimony that 
the wind, rising in gusts, had broken 
off the limb of a tree. The limb, 
weighing more than 100 pounds, was 
blown 40 feet across the yard. 

The appeals court agreed with the 
lower court in distinguishing between 
sleet and hail and noted that the pol- 
icy clearly makes the distinction. 

However, the higher court held the 
lower one in error in directing a ver- 
dict for the insurer because of the 
wind. The question was whether the 
record revealed any evidence which 
would have authorized a jury verdict 
for the plaintiff, the high court said. 
It would not be necessary to show 
that the wind which occasioned the 
loss was unusual or extraordinarily 
violent. “It is sufficient if the jury 
believes that whatever wind there 
was was the efficient cause of the loss 
and without which the loss would not 
have occurred, even though other 
causes may have contributed.” 

James Maddox of Rome, Ga., ap- 
peared for Stephens; Horace T. Clary 
and Slaton Clemmons of Rome for the 
insurer. 


McNally Boston Chief 
Of Aetna Casualty 


Aetna Casualty has appointed Mat- 
thew A. McNally Jr. general manager 
of the Boston office. He succeeds the 
late Charles R. Jameson, who was in 
charge of the office from 1953 until 
his death last month. 

Mr. McNally joined Aetna Casualty 
in 1948 and was named field represent- 
ative at Boston that year. He has been 
head of the agency department of the 
Boston office for seven years. 


Allstate Opens Building 
At Seattle, Sinks Capsule 


Allstate has opened its new regional 
office building at Seattle. Present at 
the ceremonies were Judson B. 
Branch, president, and Gov. Rossellini 
of Washington. The office supervises 
32 branches in Washington, Idaho and 
Alaska. 

A stainless steel time capsule was 
imbedded in the main entrance of the 
building. The capsule contains predic- 
tions concerning life at the beginning 
of the 21st century, present day me- 
mentoes, radio and television tapes, 
modern coins and Seattle historical 
data. 


Hardware Mutual Casualty 
Elects Leroy Fieting V-P 


Hardware Mutual Casualty has 
elected Leroy W. Fieting vice-presi- 
dent. All other officers were reelected. 

Mr. Fieting will succeed H. J. 
Schroeder who is retiring at the end 
of the year after 28 years as vice- 
president. Mr. Fieting, claims manager 
since 1952, has been with the com- 
pany for 27 years. 
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Empire Mutual Has 


New Promotion Unit 

Empire Mutual of Philadelphia has 
appointed E. C. Sneyd, formerly chief 
executive officer of Safeguard Mutual 
there, director of the new sales pro- 
motion department. Mr. Sneyd has 
been in the business 28 years. 

Empire Mutual has applied for 
entry into states other than Pennsy]- 
vania. The company, which at June 30 
had assets of more than $3.2 million, 
writes all lines. 


N. J. Court Clarifies 
Second Injury Fund 


The appellate division of New Jersey 
superior court has declared that the 
state’s second injury fund is not an 
insurance scheme nor an old age pen- 
sion fund. 

The court’s observation accompanied 
dismissal of a suit brought in Essex 
county by Benjamin Schulman, a 
former truck driver. He was injured 
in 1956 and received a WC award. In 
1957 he was again injured by jumping 
on the tailboard of a truck. His suit 
for additional WC from the second 
injury fund was dismissed on the 
ground that he would have been “iden- 
tically handicapped,” regardless of the 
second accident. World War II injuries 
and his first accident on a truck led to 
preexisting conditions which precluded 
recovery from the second injury fund. 


Earl Schier Retires 

Earl H. Schier, vice-president Amer- 
ican Surety at Cincinnati, has retired, 
ending an insurance career of 55 years, 
all with the same company in the same 
office in the same building. Mr. Schier, 
active in numerous insurance associa- 
tions, was manager of American 
Surety for more than 30 years. He 
became resident vice-president in 1956. 

In retirement, Mr. Schier plans to 
intensify his efforts in club and church 
work, both of which have engaged 
much of his extracurricular energies 
for a long time. 


Silva Joins Sayre & Tosco 


William E. Silva has joined Sayre & 
Toso as a special agent in the San 
Joaquin valley, where he had been a 
special agent of Pacific Indemnity. 


Edward S. Benfield, chairman of the 
New York brokerage firm of Frank B. 
Hall & Co., celebrated his 50th anni- 
versary with the organization. In that 
time the number of employes increased 
from 20 to 200. Today the firm has 
nearly 13,000 clients. 


FOI III III III II III III III IH 
Recruitment and Placement of 


INSURANCE MEN 


*« 
* 
* 
x 
on the Finest Level 
A specialized division of the World's larg- 
est executive agency is dedicated to the 
Insurance Profession. 
$ % ADMINISTRATIVE 
* % UNDERWRITERS 
x %& SURETY 
% CLAIMS 
% ENGINEERS 
%& TRAINEES 
% SPECIAL AGENTS 
CLIENTS: Nation Wide 
z SERVICE: Confidential-Efficient-Dignified 


Mail your resume or identity fer 
further information to: 


CARL H. BEEKMANN 


Insurance Censultant 


LON BARTON ASSOCIATES 


3275 Wilshire Blvd. Los Angeles 5, Calif. 
DUnkirk 5-9111 
Employers—List Your Requirements 
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Note Automation, Employes’ Relationship 


(CONTINUED FROM PAGE 1) 

auto declarations. For several years, 
the company worked out a plan for 
preparing declarations on an IBM 403 
accounting machine. The man reduced 
his department’s typing personnel, 
his position being that he was more 
valuable to the company as an under- 
writer than as a combination under- 
writer and supervisor of policy typists. 
He was basing his future success with 
the company on his ability to under- 
write the company’s business and 
dealing with its policyholders. He saw 
no advantage to himself in continuing 
the supervision of personnel. 

Mr. Hood said the development of a 
company philosophy that the automa- 
ted equipment is to be employed to do 
the labor:ous repetitive work for all 
departments is essential if the company 
is to achieve a wholesale reception of 
the new machines by office employes. 

Introducing automation can be suc- 
cessfully handled in as many different 
ways as there are companies. Good 
common sense is a necessary ingre- 
dient. A plan and the working of that 
plan will permit the transition to 
sophisticated equipment without great- 
ly disturbing present personnel. Com- 
panies would be poor administrators 
indeed if they did not use the intro- 
duction of automation to build morale 
instead of letting it become a thing to 
destroy morale. 


Accepting Automation 


From the acceptance of automation 
on the part of employes to their utili- 
zation in automation is but a step; and 
Dean T. Price, personnel manager Em- 
ployers Mutual Casualty, covered this 
latter subject in “Utilization of Present 
Personnel in Automation.” 

Mr. Price said companies should not 
make the mistake. of allowing the 
blinking of multi-colored lights on a 
computer blind them into thinking 
data processing men are a_ special 
breed, not usually found among com- 
mon men, and certainly not among 
the company’s present employes. With 
proper planning and adequate training, 
they can and will do a good job. 

One basic principle which his com- 
pany adopted at the start, Mr. Price 
noted, was the belief that the problem 
of programming for automation so per- 
meates all office methods work that to 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidenNal. 
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separate the functions would be un- 
wise. For that reason, the company’s 
methods men are also programmers. 

As Employers Mutual Casualty sees 
it, future utilization of manpower will 
be on the basis of quality rather than 
quantity, and the company is, accord- 
ingly, attempting through more careful 
recruiting, selection, placement and 
training to achieve a higher calibre of 
workers in all field of work. 


Personnel Qualifications 


Current minimum qualifications for 
all male employes for technical or 
skilled trainee positions are as follows: 
May be single or married; age, mini- 
mum 22—maximum 35; must be a col- 
lege graduate or have three years of 
college plus at least one year’s office 
experience (must have had at least 
average grades in college); preferably 
should have had to work to pay a por- 
tion of his college expense; military 
status (may be a member of active 
or inactive reserves or National Guard, 
but should have completed a major 
part of his obligation or should be 
draft exempt); must be well groomed; 
must have a good personality; must 
be a good conversationalist; no physi- 
cal defects that would affect work; 
must pass the IBM-EDPM test with a 
score of C or better. 

Mr. Price says his company feels it 
can utilize its own personnel and face 
with confidence things yet to come in 
automation. 

“Education During Insurance Ac- 
counting System Changes” was the 
subject of Roy V. Johnson, a partner 
of Joseph Froggatt & Co., CPAs at 
Detroit. 

A real problem, Mr. Johnson said, is 
to have employes realize that education 
is a “cradle to grave” situation for 
everyone, and that one’s education 
certainly does not stop when a diploma 
is received. 

The educating of personnel can only 
be done when the correct atmosphere 
is created; this, essentially, is a proper 
relationship of the supervisor to his 
workers. All are individuals with in- 
dividual likes and dislikes, problems 
and aspirations. The average worker 
gets a certain satisfaction from his 
work and recognition is very impor- 
tant. He wants to be noticed as an in- 
dividual with special abilities and dif- 


ferences. He expects constructive crit- 
icism, although he usually prefers it in 
private. 

Mr. Johnson noted the experience of 
one company. A large computer was 
installed and included among the first 
operations placed on this equipment 
were the premium in force records 
totaling in excess of $100 million. The 
task of recapping the figures from the 
tabulation was placed in the same 
hands where it had been for many 
years. However, this was a case where 
the machine was visualized as a big 
magic monster—and seven months 
later when the audit was made it was 
discovered that all control figures had 
been lost. No one is quite sure whether 
this control was lost due to ignorance 
or due to the fear or ignorance, but 
surely the communications between 
the man using the results and the pro- 
gramers of the installation were inade- 
quate; both groups were under the im- 
pression that the other group had 
everything under control. 

For any employe to do a proper job 
regardless of his position, he must 
have a first hand knowledge of why he 
is processing the document in his pos- 
sesion; a general and sometimes a 
specific knowledge of the information 
included in that document; and, most 
important of all, the purpose for which 
the information is used after it leaves 
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Self-Insurers’ Annual 

The annual meeting of Self-Insurers 
Assn. will be held at the Biltmore 
Hotel, New York, Dec. 14. E. R. Alden 
of Socony Mobile Oil Co. will preside 
over the opening executive session. 
H. Dudley Bireau of Alco Products 
will emcee the morning’s open session 
at which Thomas H. Fogarty, Bingham- 
ton attorney, will review workmen’s 
compensation decisions, and Dr. George 
W. Wright of Saint Luke’s Hospital, 
Cleveland, will discuss WC aspects of 
emphysema. 

In the afternoon, with A. F. Williams 
of Consolidated Edison Co. of New 
York presiding, Jacques Smit, New 
York attorney, will moderate a panel 
on rehabilitation. G. S. Mansfield, em- 
ploye benefits director of Western 
Printing & Lithographing Co., Pough- 
keepsie, and Robert J. Sheehan, opera- 
tions director of the state WC board, 
will participate. S. E. Senior, chairman 
of the WC board, will discuss WC. A 
reception and dinner will wind up the 
affair. 





his possession. 

The major objective of education 
and training of personnel, Mr. Johnson 
said, is communicating information to 
the right people at the right time and 





WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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payment in advance. 


improving their ability to use it. 








ALL-RISKS CORPORATION, EXPERIENCED 
MANAGING GENERAL AGENTS FOR MICH- 
IGAN, CAN PROVIDE BRANCH OFFICE FA- 
CILITIES FOR AN ADDITIONAL SPECIALTY 
CARRIER. ABOUT 500 ESTABLISHED LOCAL 
AGENTS ARE READY TO PRODUCE PROFITABLE 
VOLUME. CARRIER CAN BE ADMITTED WITH 
FILED RATES OR OPERATE NON-ADMITTED 
USING OVER MANUAL PREMIUMS FOR "DE- 
CLINED BUSINESS." 

315 E. JEFFERSON AVE., DETROIT 26, MICH. 








AUTOMOBILE UNDERWRITER 


Underwriter with at least Se yam experience 


ASSOCIATE RESEARCH DIRECTOR 


Fast growing Fire and Casualty Co. needs 
a person with training in Math, Statistics, 
Economics and Actuarial Science to initi- 
ate and direct studies for rates, reserves, 
agents’ profitability, reinsurance, etc. Must 
have personal growth potential, enthusiasm 
for applying modern scientific techniques, 
and at least 3 years related experience. 
Reply in confidence with complete resume 
and salary requirement. Write C-30, Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








in auto underwriting ded due to exp g 
operations. Position offers top salary, advance- 
ment and opportunity to learn multiple line. 
Send resume to R. C. Loar, Underwriting Mgr. 
Union Indemnity Insurance Group, 303 E. Wash- 
ington, Bloomington, Illinois. 





Dutch Insurer Kaput 


Brandaris Ins. Co. of Holland, which 
had a considerable volume of auto- 
mobile insurance in England, West 
Germany, and Holland, has been or- 
dered by an English court to wind up 
its affairs. This was on motion of coun- 
sel for the insurer. It had been formed 
in 1940 to write automobile business 
lost by American and British insurers 
during the German occupation of Hol- 
land. 

In September, the company had 
asked a Dutch court for a moratorium. 
It was reported from London as of late 
October that there were 900 claims 
against the company or its insured 
and that two insured had gone into 
bankruptcy because of default judg- 
ments against them. 


- American Empire Reinsured 


Agricultural has reinsured business 
of American Empire of South Dakota 
and will assume future commitments 
of that company. American Empire 
will continue to operate as a separate 
company, offering special facilities not 
presently available through other com- 
panies of Agricultural group. 





INSURANCE RATE AND 
COVERAGE SPECIALIST 


Company in the Midwest has an unusually fine 
opening for a young man well versed in fire 
and liability coverages and rates. Underwriting 
background desirable in assisting with the de- 
velopment of new lines of coverage at Assistant 
Vice President level. Write C-21, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED—KENTUCKY FIELDMAN 


Stock Agency Company seeking aggressive man 
under 35 to supervise present agency plant and 
further develop territory. Auto and Fire experi- 
ence required. Car furnished. Send resume and 
picture to Robert W. Perdiue, Agency Super- 
visor, National Casualty Company, 1100 Gris- 
wold Bldg., Detroit 26, Michigan. 








ILLINOIS STATE — SPECIAL AGENTS 


Large multiple line stock insurer has openings 
including Chicago area for experienced men 
who want a future with a progressive company. 
This affords exceptional opportunities to aggres- 
sive producers who can handle established 
agency plant. Top benefits with salary open. 
Send complete resume in confidence to C-25, 
National Underwriter, 175 W. Jackson Blvd., 
Chicaao 4. Ill. 





TRUCK UNDERWRITER 


Wanted in home office. Prefer young 
man, 5 years experience. Excellent 
opportunity. Send resume, back- 
ground and training in this field to 
P. G. Hansen, asst. Secretary, Tri- 
State Insurance Group. Box 1469, 
Tulsa, Okla. 








ASSISTANT BRANCH MANAGER 


Heavy all line casualty experience required. 
Age to 45. New Jersey location. Salary 
high. All replies strictly confidential. Send 
resume to C-29, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 





AVAILABLE — REGIONAL MANAGER 
Age 42, married, 16 years experience in Casualty 
and Fire, 12 years District Manager, 2 years 
Special Agent, have been responsible for re- 
gional office, Fieldmen, Claim Adjusters, office 
help, all agents and their territories, also pro- 
duction quotes, supervised four states and train- 
ing of agents, all administration. Consider all 
offers. Write C-33, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 











AVAILABLE 
UNDERWRITING MANAGER 


—- age 39, heavy multiple line experience 
capable of supervising production, require goo 
company or general agency connection. Reply 
C-26, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 








SURETY CLAIMS SUPERVISOR 
A-+ company in Pacific Northwest. Must be 
able to supervise all phases of contract 
bond claims. Legal background helpful. 
NOBLE/McLEAN 
Insurance Personne! Placement 
416 Vance Bldg. Seattle 1, Wash. 
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Cal. Brokers’ Groups 
Hold Joint Session 


The fifth joint meeting of Insurance 
Brokers’ Society of Southern Califor- 
nia and the Society of Insurance Brok- 
ers, at Ojai, Cal., in November provided 
an opportunity for members to discuss 
activities and formulate plans to keep 
pace with the many facets of the in- 
surance industry and current methods 
and procedures being introduced for 
the operation of more efficient insur- 
ance brokerage offices. 


Arthur H. Kindler, Los Angeles, and 


HeNATIONAL UNDERWRITER 


Robert Levison Jr., San Francisco, 
were co-chairmen of the two-day 
meeting and assisted Presidents E. C. 
Rhodes (IBSSC) and Edwin M. Farrell 
(SIB) in the conference program. Ro- 
bert Masterson, past president of 
IBSSC, was chairman of arrangements. 
Each society plans to launch member- 
ship forums to help satisfy the need of 
members for up-to-date information 
for the improvement and simplification 
of handling personal lines. 


Views were expressed on direct 
billing systems and other marketing 
trends. Interpretation of the insurance 
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NEW POLICY FEATURES FOR YOUR CLIENTS 


With its new policy forms “A” and “B,” American Credit 
Insurance offers the broadest coverage your clients can buy. 
No coinsurance. Only one deductible. Improved protection 
... the kind you expect first from ACI, specializing in 
commercial credit insurance exclusively for 68 years. 


NEW SALES OPPORTUNITIES FOR YOU 


Your clients and prospects need American Credit Insur- 
ance ... to protect their capital invested in receivables. 
ACI national advertising tells readers to 
“call your insurance agent.” Be ready for 
their calls. For your file folder of credit in- 
surance information, specially compiled for 
general agents and brokers, write AMERICAN 
CrepiT INsuRANCE, Dept. 36, 300 St. Paul 
Place, Baltimore 2, Maryland. 


American 
Credit Insurance 


rounds out your program of client protection® 

















code, pertaining to ownership of an 
insurance company by an insurance 
broker, also received attention. It was 
the consensus that the 1957 amended 
wording in fidelity bond forms, relat- 
ing to settlement of losses involving 
theft of merchandise by employes, has 
resulted in unjustifiable restriction 
for the insured. The two _ societies, 
therefore, are bringing this to the 
attention of National Assn. of Insur- 
ance Producers Conference in New 
York. 

There was also a discussion as to 
revision of eligibility rules of experi- 
ence and schedule rating plans for auto 
liability and general liability which 
have been filed in a number of states. 
The meeting reserved expressing an 
opinion until sufficient information is 
developed on the subject. 


Oppose UCD Regulations 


Opposition was registered with the 
California department of employment 
as to proposed “adverse selection” 
regulations for use in voluntary plan 
UCD insurance, which are considered 
a very serious threat to the continued 
participation of private insurers in 
writing voluntary plan UCD coverage, 
and unless modified, could result in 
the state disability fund being virtu- 
ally a monopoly in this field. 

A recruitment, employment and 
retention of insurance personnel pro- 
gram was recently initiated by Insur- 
ance Brokers’ Society of Southern 
California as an all-industry program 
in southern California and is to be 
developed by Society of Insurance 
brokers with their segments of the in- 
dustry in San Francisco. This proposed 
three-way program is designed not 
only to attract and retain qualified 
young men and women in the general 
insurance field but to increase recog- 
nition and value of the continuing 
growth of the insurance business in 
California. 


Tri-State Names Three 


Tri-State of Tulsa has transferred 
Donald R. Birkes, assistant secretary, 
from the fire to the agency depart- 
ment. He will devote his full time to 
promotional work. 

William R. Houser has been promot- 
ed from manager at Denver to assist- 
ant vice-president in the fire depart- 
ment. Wallace J. Brokaw succeeds Mr. 
Houser. Mr. Brokaw had been with 
America Fore Loyalty. 


A deviation that broadens the 
manufacturer’s output to include ad- 
ditional operations, and to reduce the 
premium for eligibility to $1,000, has 
been approved in New York for Home, 
Employers Liability, and Phoenix of 
Hartford. 
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Stoike In K.C. Post 
For Transamerica Units 


Kenneth J. Stoike, resident vice- 
president at Chicago of American 
Surety and Pacific 
National, has been 
named resident 
vice-president of 
the companies at 
Kansas City. He 
will be in charge 
of the entire op- 
eration for the 
Kansas City area, 
which will include 
supervision of 
sales and market- 
ing activities, as 
well as coordina- 
tion of the companies’ expansion pro- 
gram. 

In the insurance business since 
1929, he joined American Surety and 
Pacific National in 1957 as assistant 
manager, subsequently becoming man- 
ager and then resident vice-president. 
He was formerly with National Fire 
as manager of the combined western 
Missouri and Kansas field operations. 





Kenneth Stoike 


Himes With American 
Lucian W. Himes has joined Amer- 
ican as bond manager at Portland, Ore. 
He began his insurance career in 1951 
with Fidelity & Deposit and advanced 
to assistant manager at Seattle, his 
most recent post. He is a past president 
of Seattle Surety Underwriter’s Assn. 


Allstate Appoints Six 


Allstate has made the following ex- 
ecutive appointments: H. D. Johnson, 
midwestern zone sales supervisor of 
life and A&S, Skokie; Clarence 
Okma, assistant casualty underwriting 
director at the home office; James R. 
Phillips, accounting division manager, 
Pittsburgh; James P. Speer, assistant 
claim manager, Santa Ana, Cal. 
Robert L. Glodowski, field sales man- 
ager, Indianapolis, and John P. O’Con- 
nell, policy services division, Long Is- 
land. 


Put Off Md. Code Hearings 


Hearings scheduled for November on 
the proposed revision of Maryland’s 
insurance laws have been postponed 
indefinitely because the insurance 
department will not have its recom- 
mendations ready until Jan. 1. Because 
of the complexity of the code and the 
brevity of the legislative session—one 
month beginning Feb. 7—the special 
commission appointed by the governor 
to revise the code will defer presenta- 
tion of its recommendations until the 
1963 legislative session. 
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Ralph Duggins Named 
‘ Chief Counsel Of 
Mo. Department 


Ralph Duggins, assistant counsel of 
the Missouri highway department, has 
been named chief counsel of the Mis- 
souri insurance department. 

Mr. Duggins was among several men 
considered for the post of superintend- 
ent to succeeed C. Lawrence Leggett 
before the governor finally selected 
George D. Young of St. Louis for that 
$12,000 a year position. Gov. Dalton 
when he named Mr. Young superin- 
tendent earlier this month told news- 
papermen that the legal staff was one 

of the places at which the division of 
| insurance needed strengthening. He 
| stated at that time that Nicholas M. 
| Monaco would remain as counsel, giv- 
ing the department two attorneys for 
the first time in many months. Since 
he has been given the title of chief 
counsel, it would appear that Mr. Dug- 
| gins will rank Mr. Monaco. 

( Mr. Duggins will be paid $11,000 
annually, only $1,000 less than the 
superintendent. 

In the meantime Jack Clay is serv-. 
ing as acting superintendent because 
Mr. Young hasn’t been officially re- 
leased from active service with the air 
force. Gov. Dalton in announcing the 
appointment of Mr. Young stated that 
he had asked for his release from 
active duty. President Kennedy called 
air force reserve units into active duty 
Oct. 1. It is expected that Mr. Young 
will be given his release soon. 


—_ 


Liability Rates Are 
| Revised, Mostly Up 


OL&T rates for classifications rated 
on an area or frontage basis have been 
| revised in 21 states by National Bu- 
| reau. On the same effective date, Nov. 
29, the bureau increased rates in sev- 
eral states for comprehensive personal 

| liability and farmers CPL. 
| The CPL increases were $1 in the 
| basic rate in Alabama, Arkansas, 
| Maryland, North Dakota, Oklahoma. 
South Dakota, and Tennessee. The in- 
crease was $1.50 in Oregon. Farmers 
CPL went up $1 for the basic rate in 
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Maryland, $3.50 in Oregon, $5 in Ala- 
bama Arkansas, Kansas, North Caro- 
lina, Ohio, South Dakota and Tennes- 
see, $10 in Minnesota, and $15 in Mis- 
sissippi. 

BI increased limits tables have been 
amended to show only seven limit 
combinations for contractual, owners 
or contractors protective and product 


liability insurance. Increased limits 
factors for OL&T BI have been reduced 
20%. Storekeepers increased limits 


factors have been reduced to reflect 
the changes in the OL&T increased 
limits tables. M&C factors for increased 
BI limits have been increased 25% for 
table A and 30% for table B. 


American Re To Pay 
Extra, Special, Stock 


American Re has declared a regular 
quarterly dividend of 30 cents a share, 
an extra of 5 cents and a special divi- 
dend of 45 cents. In addition, a 10% 
stock dividend was declared on the 
1,020,000 shares of capital stock out- 
standing. The cash dividends are pay- 
able Dec. 15 to holders of record Dec. 
4. The stock dividend is payable Dec. 
22 to holders of record Dec. 8. 


P. D. Walsh Joins Father 


joined Leo 
adjusting 


Patrick D. Walsh has 
S. Walsh, the Chicago 
firm headed by 
by his father, as 
an adjuster. Pat- 
rick Walsh attend- 
ed Notre Dame's 
school of com- 
merce and has 
been a casualty 
underwriter with 
North America for 
two years. In his 
new post, he will 
adjust all lines ex- ; 
cept casualty. Patrick Walsh 
Company Sold 

Federal of Zurich, Switzerland, has 
sold its controlling interest in New 
York F. & M. Underwriters to New 
Outlook Corp. of New York, a holding 
company. The company will continue 
to be managed by Hall & Henshaw 
agency. Federal assumed control of 
the company when it was converted in 
1954 from a Lloyd’s type operation. 


Stewman In Tenn. Change 


Worcester Mutual Fire has appointed 
Joseph D. Stewman special agent in 
Tennessee and Alabama. He has been in 
the Tennessee field with Standard Re- 
liance of Lincoln, Neb. Before that he 
was with Louisville F. & M. as manager 
of the automobile department. 


New Insurers Join Bureau 

National Bureau has elected Kansas 
City F. & M. and Investors Ins. of 
Teaneck, N.J., to membership. Inves- 
tors recently was organized and plans 
to begin operations shortly. This brings 
bureau membership to 97. 


TRISTATE GROUP 


All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
’ Midwestern Insurance Company 
Home Office 
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Tulsa, Oklahoma 
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Agents Receive Kudos For Conn. Pool 


(CONTINUED FROM PAGE 7) 
Seery said, meetings were scheduled 
with field personnel interested in ac- 
tivities of the aged, with city officials, 
medical society representatives and 
with the officers of various insurance 
associations, including those in fire, 
casualty, life, and health groups. 

All licensed Connecticut A&S agents 
were provided with a well-organized 
agents kit, because their help was 
needed. 

“Our faith in the American agency 
system was more than justified by the 
results. Many agents, at their own ex- 
pense, bought advertising space, and 
met with senior citizen groups, after 
preliminary briefing by our promotion 
committee. They did an outstanding 
job, even though their direct remuner- 
ation was modest in that, in keeping 
with our pledge to keep expenses to a 
minimum, the agent’s fee ranged from 
a minimum of $5 to a maximum of 
$10.” 

Mr. Seery said it was significant 
that of the almost 22,000 persons who 


enrolled in the pool in September, the 
first month of the program, nearly 
10,000 were submitted through agents. 

It was, Mr. Seery said, “a public ser- 
vice on their part in keeping with their 
participation in other public-spirited 
endeavors in the past.” 

After noting the widespread interest 
in the program throughout the U.S. 
and Canada, from within and outside 
the insurance industry, Mr. Seery 
said it was expected the program will 
prove self-supporting. 

“We anticipate that our expenses 
will not exceed 10% to 12% of pre- 


mium. These expenses include a 
234% state premium tax, premium 
billing and collection. general and 


claims administration, advertising and 
commission.” 

Mr. Seery reported that several large 
employers have expressed interest in 
the possibility of either puchasing Con- 
necticut-65 for presently retired em- 
ployes and for other emploves as they 
retire or in making the plan available 
on a pension-deduction basis. 





Plan the protection 
with these values in mind 





@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable arti- 
cles. Many of your clients and pros- 
pects have a fairly large investment 
in these classes of personal property 
—one they want to protect. 

It’s good reason to recommend that 
the Personal Articles Floater be car- 
ried. No other policy provides the 
same “all risks’’ protection on these 
valuables. Moreover, it can be written 














to round out the coverage of any of 
the homeowners’ package forms. 

In short, this inland marine floater 
offers special opportunities to pro- 
ducers who want to go a step beyond 
the basic package plans—by broaden- 
ing coverage, providing better value to 
clients. If you use this sales approach, 
point it up with the solid advantage 
that our service facilities can give in 
building inland marine volume from 
personal and business sources. 


C50 Calousbfiludl, 


INSURANCE COMPANY 
Indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 
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Editorial Comment 


Hoosier Insurance Gets A Boost 


The Indianapolis Star Nov. 19 car- 
ried a 24-page supplement on the in- 
surance industry. This was stylishly 
done and brings home the public serv- 
ice aspects and the collective value 
of insurance to society in a telling and 
readable way. The tone is set in a 
foreward by Don G. Campbell, the 
business editor, when he comments: 
“A tremendous force in Indiana, the 
insurance industry is leaving an in- 
delible mark not only on the state’s 
economy, but on the citizens’ social 
consciousness as well.” 

The Insurance Institute of Indiana 
is featured, with accent on its work 
with traffic police, high school driver 
training, safety organizations, in pro- 
viding service club speakers and con- 
ducting industry improvement semi- 
nars. Captions of the articles suggest 
the tenor of this little magazine: 
Growth of the Fire and Casualty Com- 
panies; To Help Stop This (a wrecked 
automobile with a shrouded body be- 
side) the Indiana Insurance Institute 


was Formed; Who Sets Rates? You; 
The Young Driver; Fire Protection Is 
a Must; Are Women Better Drivers; 
In Time of Emergency Claims Men 
Stand By; In Dollars and Cents; Econo- 
my Gets a Boost; Here’s How Money 
Is Spent; A Glossary of Insurance 
Terms; Banks and Life Insurance; 
Bonds Are Big Business; Life Insur- 
ance, ASystem of Saving. 

Typographically it is inviting, and 
the total effect is spendid. We think 
that this conquers what is perhaps the 
first problem in insurance public rela- 
tions and that is to avoid talking to 
one’s self. We are sure many a Hoosier 
went from cover to cover and is wiser 
and more respectful of the insurance 
industry therefor. 

The Insurance Institute of Indiana, 
headed now for three years by Kdward 
P. Gallagher, has made an admirable 
contribution in this. They had some- 
thing to say because they have done 
things. The Hoosier example in deed 
and word is worth a look elsewhere. 


More Unusual Grouping For Insurance 


The Nov. 17 issue pointed out that 
while grouping employes in one com- 
pany or in one kind of enterprise, 
such as telephone companies, into a 
special class for the purpose of insur- 
ing them for certain coverages (life 
and health insurance excepted) is il- 
legal in many states, it is perfectly 
legal to form a separate company to 
do precisely this. Over the years many 
such companies have been formed. 

In New York the insurance depart- 
ment has just approved the formation 
of a reciprocal by a constructor of 
cooperative housing to write the auto- 
mobiles of the inhabitants of the co- 
ops. United Housing Foundation, which 
claims it will eventually have approxi- 
mately 25,000 families as customers, 
has organized Community Insurance 
Exchange. Community Exchange Man 
agers is the attorney in fact and will 


take a 12 to 15% management fee 
The reciprocal will write auto cover 
at 20% off and will also pay dividends, 
if possible. It will write direct. 

The pressures in the direction of 
new and unusual groupings for insur- 
ance purposes continue to increase.— 
K.O.F. 





Personals 


Charles W. Boston of Hargrave, Har- 
grave & Boston agency has_ been 
elected president of the La Porte (Ind.) 
Kiwanis Club for 1962. 


Bernard L. Boutin, local agent at 
Laconia, N. H., and formerly mayor 
there, has been appointed administra- 
tor of General Services Administration 
by President Kennedy. Mr. Boutin is 


president, treasurer, and general man- 
ager of the Boutin agency, from which 
he is currently on leave. He ran for 
governorship of New Hampshire in 
1958 and 1960 and directed Mr. Ken- 
nedy’s primary campaign in the state. 
The post of GSA administrator pays 
$21,000 a year. 


William D. O’Connell, regional sales 
manager for THE NATIONAL UNDER- 
WRITER at Chicago, and his wife Mary 
are the proud parents of their first 
daughter, Denise. The O’Connells also 
have two boys. 


A. L. Jagoe, Washington, D. C., 
agent, has been elected second vice- 
president of Kiwanis Club of Washing- 
ton. 


James A. McVeigh Jr. of the Chicago 
agency bearing his name has been 
elected 2nd vice-commander of Oak 
Park (Ill.) post of Amvets. 


Financial support totaling $650,000 
to help establish the Interlochen Arts 
Academy was given by W. Clement 
Stone, president Combined of Chicago. 
The Interlochen Arts Academy, which 
opens September, 1962, is a year-round 
extension of the world famed national 
music camp, affiliated with the Uni- 
versity of Michigan. Mr. Stone’s finan- 
cial support to the academy consists 
of a $350,000 cash contribution plus 
the underwriting of $300,000 toward 
faculty fees. 


Deaths 


WALTON B. JOHNSTON, 61, re- 
tired state agent of Loyalty group in 
northern New Jersey, died at Overlook 
Hospital, Summit, after a long illness. 
He had been with Loyalty 32 years un- 
til he retired in June because of ill 
health. He entered the business in 
1923. After serving with local agencies 
in West Virginia, he joined Loyalty in 


Ensign ANDREW KALMYKOW, 23, 
died, apparently as the result of an ac- 
cident, while serving aboard the coast 
guard cutter Winona near Port Ange- 
les, Washington. Ensign Kalmykow, 
the son of Andrew Kalmykow, man- 
ager of the casualty department of 
Assn. of Casualty & Surety Companies, 
was reported missing Nov. 17. His body 
was found by divers on Nov. 25. His 
father, in San Francisco on business 
when young Kalmykow was reported 
missing, went to Port Angeles and 
joined in the search. 
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1929 at Clarksburg as a state agent, | 


He transferred to the Newark home 
office in 1938 as state agent for north. 
ern New Jersey. 


FRANK L. ERION, 87, senior part- 
ner of the Frank L. Erion Co., Chicago 
adjusters, and an 
insurance man for 
55 years, died. He 
had been active 
until early this 
September, in re- 
cent years going to 
his office two or 
three days a week. 

Mr. Erion was 
insurance manag- 
er of the Cudahy 
Packing Co. of 
Omaha in 1906 at 
the time of the San Frank L. Erion 
Francisco earthquake and fire. He 
went to San Francisco to tend to the 
loss situation for his company and at- 
tracted the attention of the then man- 
ager of Western Adjustment. Mr. Erion 
was prevailed upon to move to Chicago 
as a member of the Western Adjust- 
ment organization and three years 
later he became assistant general man- 
ager. He was with Western for 15 
years until 1921 when for a brief time 
he was the fire loss manager of Fred, 
S. James & Co. agency when the 
agency was managing several compa- 
nies. Then he formed a _ partnership 
with John Wiese as an independent 
adjuster. In 1933 a new partnership 
was formed by Mr. Erion with his son 
Leonard, and in 1951 a partnership 
was organized consisting of Mr. Erion 
and E. R. Brunke, E. H. Busch and 
Jack Galloway. 

Mr. Erion was nationally known in 
the insurance business. His specialty 
was use and occupancy insurance, and 
for two years he published a monthly 
service bulletin on this subject. He 
spoke before local and national offices 
on his fields of interest. His writings 
extended to articles for trade maga- 
zines, and in his prime, Mr. Erion en- 
gaged in extensive correspondence with 
company men, agents and other ad- 
justers on such subjects as leaseholds, 
rents, rental value, profits and the like. 


RICHARD J. CROSS Sr., 68, vice- 
president of J. Ramsay Barry & Co, 
agency, Baltimore, died. He retired 
seven years ago. 


GEORGE H. ROSS Sr., 70, retired 
New York City broker, died at Mon- 
mouth Memorial Hospital, Long Branch, 
N. J., of a heart ailment. 


JOHN TREIBER, 76, an agent in 
Brooklyn for more than 50 years, died 
there. He was founder and president 
of the Treiber agency and vice-pres- 
ident of the Clinton P. Hamilton 
agency of Brooklyn. 


Mrs. ESTHER MILLER, 94, died 
at Charlevoix, Mich. She was the 
mother of Leo B. Miller of Miller & 
Miller Agency, Detroit; and of Char- 
lotte Miller, retired, who spent her in- 
surance career with Security of New 
Haven, and Mary Bruce of Camden, 
N. J. 


HARRY W. KOHLER, 55, secretary 
of America Fore Loyalty at Newark, 
died suddenly at his home in Westfield, 
N. J. He joined the group in 1936 and 
was for some years in the New Jersey 
field as state agent. Later he was as- 
signed to the home office and was 
named assistant secretary in the agen- 
cy department in 1953 and secretary 
in 1959. He was recently reassigned to 
Newark when the group’s middle de- 
partment was established. Mr. Kohler 
was the first president of Ex-New Jer- 
sey Fieldmen’s Assn. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Still another exuberant week to talk about in insurance stocks! B. M. A. was 
stock of the week, up 17 points on announcement of plans for a 20% stock 
dividend, which is on the heels of a 25% early this year. Tom Grant followed 
by Bill Grant is magic. B. M. A. reached 120 bid Friday. 

Franklin Life was another star performer, up 12 for the week at 153. In- 
surance Company of North America, after a short 5 point dip, recovered and 
went into new high ground selling as high as 111. West Coast Life on the 
Pacific Coast Exchange has been a strong feature and sold Friday at 65. 
National Life & Accident was up 10 at 228. United of Chicago broke through on 
the upside and at 67, was plus seven. All-American Life & Casualty made 
another spectacular move and at 29 was 6 points ahead. Republic National Life 
became a $100 item. Most of the other principal Texas names were sharply 
higher—Great Southern, Southland and Southwestern, but American National 
turned soft and at 164% bid was down about 2% points from its recent high. 

Employers National Life of Texas, at 50 bid, is up about 18 from recent levels. 

Many of the newer and lower-priced issues started to move up. The public, 
now thoroughly excited about insurance stocks, is gravitating to these. Illinois 
Mid-Continent Life and Inland Life of Chicago took spurts. Georgia Inter- 
national Life was up 2. 

Philadelphia Life, with sales up 40%, broke through the 100 mark and was 
up 5 points. Liberty National Life also penetrated the 100 level. Security Life & 
Accident was within a shade of that figure. 

National Old Line kept on going and neared 40, up 3. 

Hartford Steam Boiler, which has been quietly moving up, gained 3 more at 
135 bid. Northwestern National of Milwaukee was in demand and was 4 higher 
at 114 bid. 


Announcement of the proposal for mutualization of United Benefit Life 
caused a slight drop here. At 1500 bid it was off 25 points and this was some 
200 points below recent levels. There is no indication of what price will be 
offered to stockholders or how long the stock retirement program would take. 

Aetna Insurance was down 6 and Conn. General was off 1. Aetna Casualty 
and Aetna Life was each up two points. Employers Group was a strong fea- 
ture, up 3. Federal was plus 2 in new high ground, Fireman’s Fund dropped 
1%, Jefferson Standard and Lincoln National each gained 2, New Hampshire 
and Travelers was each 4 better and Reliance was plus 3. The Government 
Employees issues were stronger. 

Ohio State Life, which went up rapidly to as high as 74 following the news 
of the new effort to effect a combination with Columbus Mutual Life, retreated 
to 67. 

Kentucky Central Life & Accident turned reactionary after the recent 
400,000 share offering: This was released at 1434. It traded thereafter at 1644, 
then backed down to as low as 144. 

Interstate Life & Accident edged up to 18 and was thus 300% above its 
Dec. 30, 1960, quotation. 

American Fidelity & Casualty kept 
and more than 400% above Dec. 30, 
rumored here. 

Continental Assurance at 203 bid was in new high ground, but Continental 
Casualty was a laggard. Southland Life broke into the 200 range. 

Old Line Life at 202 bid was nearly double what the J. C. Bradford syndicate 
just recently paid for control stock. 

—lli= 

Security of New Haven leaped 16 points to 120. Jefferson Standard Life, 
at 94, was plus 3. Peoples Life of Washington gained 4 at 60. Seaboard Surety 
was up 2. United Services Life was at 140, up about 5. 

The bid price on Lincoln Liberty Life moved up to 12 on the eve of the 
release of an offering of 200,000 shares. It had been about 10. The stock was 
released Monday at 942. Then in the after market it went to 14-15. 

Insurance Securities Trust Fund of San Francisco has released to dealers 
its new list of insurance companies eligible for its portfolio. The names on that 
list that do not appear in the investments of the fund at June 30, 1961 are: 
Agricultural, American States, Bankers National Life, Bituminous Casualty, 
Employers Casualty, Equitable Life of Iowa, First Insurance Co. of Hawaii, 
Hawkeye-Security, Loyal Protective, North American Life of Chicago, Old 
Republic Life, Protective Life, Quaker City Life, Reinsurance Corp., United 
Life & Accident, and Wisconsin National Life. 

Putnam Growth Fund increased its stake in American General from 15,300 
to 39,000 shares and Government Employees Ins. Co. from 15,685 to 18,145. 
Growth Industry Shares cut back on Continental Casualty from 7,500 to 
6,500. Value Line Fund increased its Continental Insurance from 5,000 to 6,000, 
Glens Falls from 3,500 to 5,000, made a new commitment in Springfield of 
5,000 shares, reduced its Jefferson Standard Life from 3,100 to 2,000, its 
National Old Line from 10,000 to 4,300, Quaker City Life from 6,380 to 3,675 
and eliminated its 5,000 shares of United of Chicago. Value Line Income Fund 
eliminated its holdings of 3,400 shares of Corroon & Reynolds, cut back its 
National Old Line from 10,000 to 6,300, eliminated its 10,000 shares of Pacific 
Mutual Life, reduced its Quaker City Life from 7,656 to 5,040, and went out 
entirely of United of which it had 4,000 shares. 

Colonial Growth & Energy Fund increased its Liberty National Life from 
2,000 to 7,000 shares. 

Investment Company of America reduced its Aetna Life from 20,000 to 
5,000 shares and its Cal-Western States from 19,800 to 13,000. 

Guardian Mutual Fund went up from 2,100 to 10,000 shares of American 
Equitable. 

Madison Fund increased its Security of New Haven from 10,000 to 15,000 


on soaring to 38, some 4 points higher 
1960. Important developments are 
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shares. Johnston Mutual Fund added as new investments 3,000 shares of 
United Services Life and 5,500 U. S. F. & G. Blue Ridge Mutual Fund in- 
creased its Transamerica from 11,000 to 13,000 shares. 

Capital Life Insurance Shares & Capital Growth Fund, in a report as of 
Oct. 16, disclose addition since June 30 of positions in Beneficial Standard 
Life, Philadelphia Life, and Transamerica preferred, along with Aetna Fire 
and Reliance Insurance. Net assets of the fund were $42,933,437 at that date. 
This compares with $15,077,690 at June 30. They had only about $2,000,000 at 
the start of the year. 


Insurance Securities Trust Fund in a study of nine months’ results of its 
portfolio companies finds that the combined loss and expense ratio was 101. 
This compares with 99.1 for the same period last year. Investment income was 
$270,673,000 as against $254,869,000. This was an improvement of more than 6%. 
Policyholder’s surplus was $6,090,330,000 as against $5,345,950,000 at December 
31, 1960. This is an increase of better than 11%. Premiums written for the nine 
months were $4,739,421,000 as against $4,596,510,000 for the nine months of 1960. 
That is about a 14%% increase. The composite loss ratio was 64 and expense 
ratio 37. 

Companies with a combined ratio below 100 were: American General 97.8, 
American Motorists 97.3, American Reinsurance 96.1, American States 96.1, 
Continental Casualty 98.8, Employers Reinsurance 94.5, Federal 93.7, Fidelity & 
Deposit 84.7, General Reinsurance 96.1, Government Employees 88.7, Hartford 
Fire 99.5, Hartford Steam Boiler 88.5, Insurance Company of North America 
99.6, Ohio Casualty 93.0, Pacific Employers 99.1, Pacific Indemnity 98.4, 
Providence Washington 98.9, Seaboard Surety 94.9, Security of New Haven 


99.9, Travelers Indemnity 94.2, U. S. F. & G. 97.7, Western Casualty 96.9. 





Mutual Bureau Has 
Franchise Rating Plan 


(CONTINUED FROM PAGE 1) 
and Wisconsin. Prospects for getting 
the increases are, however, discour- 
aging, he said. 

In other states there are basic dif- 
ferences in rating philosophy between 
bureau representatives and _ super- 
visory officials. This is especially true 
in Tennessee, where the commissioner 
has been upheld in his “novel theory” 
that since some insurers make money 
at the present rates, a uniform increase 
for all bureau companies would give 
some insurers “a juicy financial wind- 
fall.” 

Mr. Graves reported that for mem- 
bers of Mutual Bureau the under- 
writing results on auto BI for the five 
years ended with 1960 was a minus 
.2%. By year these results were plus 
2.4, minus 4.6, minus .3, plus .2, and 
plus 1.2. On auto PDL the five year 
result was a plus 9.2%. For the five 
years the PDL results, all plus, were 
11.1, 8.5, 6.6, 10.2, and 9.6%. 

Uniform rates for all assigned risks, 
including provate passenger cars, are 
in effect in Iowa, Michigan, Maryland, 
New Mexico, Oklahoma, South Caro- 
lina, and Wisconsin, he said. Such 
rates are being considered in 25 ad- 
ditional states, and in some of them 
may become effective by Jan. 1. 


Processes Agency Filings 


Since 1959 Mutual Bureau has been 
processing agency filings; that is, fil- 
ings made for a single member or 
subscriber rather than for all members 
and subscribers. He noted that an 
agency filing differs from a deviation 
in that the latter is filed by the com- 
pany directly with an insurance de- 
partment and under the casualty 
rating law is limited to a flat per- 
centage change in bureau rates. 

Mr. Graves predicted that the pro- 
gram of limiting the right of insurers 
to cancel auto liability policies, which 
Mutual Bureau and National Bureau 
developed late in 1960 for introduction 
in New York, will be extended to other 
states. With slight modifications, it 
becomes effective in Maryland Jan. 1. 

Detroit Assn. of Insurance Agents at 
its Dec. 6 meeting will hear expla- 
nations of the rate increases on auto- 
mobile and workmen’s compensation 
by Henry Griffendorf Jr., midwest 
manager of the National Bureau, and 
A. §S. Cowlin, general manager of 
Michigan Workmen’s Compensation 
Bureau. 


Eyes Tenn. Decision, 
Gets Only Questions 


(CONTINUED FROM PAGE 1) 
improvements in rate making proce- 
dure? Will it become necessary to 
specify in the statute every factor to 
be considered in a rate filing and per- 
haps the order in which these factors 
are to be considered under different 
circumstances, along with the relative 
weight to be given each factor? 

Mr. Hamilton suggests that this 
would tend to freeze progress in rate 
making and eliminate entirely judg- 
ment based on thorough knowledge. 

Even more far-reaching, he said, is 
the court’s suggestion that individual 
bureau members and subscribers file 
for rate increases. Does this mean the 
eventual atrophy of the bureaus as 
rate filers? 

If the larger bureau insurers with 
sufficient volume to support individual 
filings make independent filings, will 
the bureaus be reduced to research 
and statistical organizations? Or will 
they be able to continue to file rates 
for the benefit of the great majority 
of their members and _ subscribers? 
With more and more independent 
filings, where will bureaus get their 
financial support, he asked? 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, Nov. 28, 1961 



















Bid Asked 
$ $ 
‘Rt: ET cicnsvicwistecrncenstnnnss 162 Bid 
pO pee eee 160 165 
American Equitable .................... 25 26 
American, Newark . .......:-ccccce 30% 32 
American Motorists  ...........:cc00 31 34 
TRI  cesccteneeseencetsemrntnstnissesesiernsnresene 43 4412 
Continental Casualty  ........00 109% 111 
Cream Ge FOrster cssccscsse.iciceccn.ses.00-. 58 60 
IE cacescinerscttanersticnenniinnsnnce T7%a 9% 
Fireman’s Fund on. 64 6542 
General Re. .........00+ ? 190 200 
Ghee TWD cnn . <— 51 52% 
Great American .........0.cccceccceceeees 64% 66 
p. ,: . BPemnnnannnnae 90 92 
TEE © ceteris 50 514% 
Home of N. Y. ....... 67 6842 
Ins. Co. of No. Am 109 111 
Jersey Ins. ............ 3642 Bid 
Maryland Casualty 48 4942 
National Fire 161 166 
RN TE Sassccsscscscciiscantcctoreans 50 51% 
New Hampshire ............cccccceseeeeee 17 Bid 
I ID titictitdinsenesccticectbitciiegs 51 53 
MG IIE <aptcnvcitncseeniacccccioustesnien 35% Bid 
CIS cisvcecerceisesicerrttint 130 135 
i, re ees 28 2912 
De Com: GE FR. We cccsisensinsssin 28 31 
SI itera ilatesnncncteiiatinciacmnniadias 74 76 
PS 8 a Sees 93 95 
Springfield Ins. ................ 46 48 
Travelers 167% 170 
U.S.F.&G. 80 82 
U. S. Fire 43 45 
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UTILITIES INSURANCE GROUP - ST. LOUIS 2, MO. 
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PREFERRED FIRE INSURANCE COMPANY 
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Professional Insurance Service 
Geared to the needs of the professional agent and broker. 


* Excess Liability, any nature * Auto Physical Damage 


* Malpractice Liability * Contingency Ins. 


- OL&T Liability 


* Manufacturer’s and 


* Errors & Omissions 

* Liquor Liability (Illinois) 
* Personal Accident 

* Livestock Mortality 


v} 
\H NAS) 
CS 


Contractor’s Liability 
* Products Liability 


No quotas — no minimum volume 


Write ...wire...or phone 
for complete information or quotation: 


Vickery, Hoyt and Graham, Inc. 
175 W. Jackson Blvd. e Chicago 4, Illinois 
WaAbash 2-2862 
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Ordinance Permits 
Fallout Shelters To 
Conform To Codes 


National Board has issued a sug- 
gested ordinance permitting the con- 
struction of family fallout shelters 
under existing building codes. It has 
been approved by the board’s engineer- 
ing committee. 

The suggested ordinance defines 
family fallout shelters as structures for 
emergency use only, and states that 
they shall be of a design conforming 
to that recommended or accepted by 
the Department of Defense, Office of 
Civilian Defense. 

The board notes that the govern- 
ment encourages installation of shel- 
ters by private citizens, but application 
of building codes to such shelters has 
led to occasional difficulties in issuing 
building permits. 

The shelters do not provide the min- 
imum light, ventilation and sanitation 
facilities required under the national 
building code and other codes. They 
are not considered as_ buildings. 

Accordingly, shelters can be con- 
sidered as_ structures, rather than 
buildings, thereby obviating the nec- 
essity for complying with the code 
provisions on light and ventilation and 
of having specified facilities in se- 
parate rooms. But in order for shelters 
to serve the purpose for which they 
are intended, it is essential that they 
be constructed to have adequate 
structural stability. Application of the 
structural provisions of the national 
building code will provide the nec- 
essary stability, the board said. 


Ark. Adjusters Hold 


First Annual Seminar 


The first annual insurance seminar 
of Arkansas Adjusters Assn. drew a 
registration of 181 to Little Rock. Cur- 
tis M. Elliott, professor of insurance 
University of Nebraska, analyzed cov- 
erages of the different homeowner 
contracts during the morning session. 
In the afternoon he reviewed family 
and special auto policies and garage 
liability coverage. 

Louis R. Light, Little Rock, a past 
president of the association, was chair- 
man of the seminar and presided at 
both sessions. 


Tops Aetna Casualty Class 


Thomas E. Mustio, Imperial, Pa., 
agent, was the leader in the most re- 
cent class of Aetna Casualty’s sales 
course. Other blue ribbons for high 
scholastic standing went to Raymond 
A. Leonard, Seattle; John S. Hinze, 
Milwaukee; S. Salen Herke, Indiana- 
polis; Robert E. Tenney, Sidney, N. Y.; 
‘Richard L. Gernold, Buffalo; Jack 
Lamberson, Oskaloosa, Ia., and Walter 
B. Ryburn, Los Angeles. 

Gold ribbons for demonstrating out- 
standing soliciting techniques went to 
Robert J. Bertram, Wilkes-Barre; 
Gerald S. Rathbun, Pomona, Cal., and 
to Mr. Leonard, Mr. Lamberson and 
Mr. Herke. 


Wiley With Boston In N.Y. 


William J. Wiley has joined Boston 
as special agent in Rochester, N. Y. 
He has been at Buffalo with Loyalty 
group. Mr. Wiley will report to Carl 
F. Fry, resident secretary of the East 
Orange, N. J., regional office. 

American Universal has declared a 
dividend of 30 cents a share and a 
stock dividend of one share for each 
24 outstanding. Both are payable on 
Dec. 11 to holders of record Nov. 24. 


December 1, 196] ' 


Knowledge Alone Wen’'t 
Sell Insurance, CPCUs 
Cautioned By Whitford 


Something more than expert un- 
derstanding of the business was urged 
by George Whitford, speaking before 
an all-industry meeting sponsored by 
the Dayton chapter of CPCU. Mr, 
Whitford is vice-president of Reliance 
and secretary of Society of CPCU. 
He said better salesmanship by both 
company men and agents is needed, 
with an adjustment of their attitude 
toward the business. Too many insur- 
ance men are “product oriented’’—they 
think only in terms of the business— 
when they also need to be “customer 
sriented.” Mr. Whitford feels that 
progress has been made in understand- 
ing the product but that “salesmanship 
is still in the horse and buggy days.” 
Both agents and company men have 
the creative task of developing new 
customers and products and the main- 
tenance task of servicing present cus- 
tomers. Most people in the business are 
doing an excellent job in sales main- 
tenance, but they need to spend a 
proportionate amount of time on crea- 
tive selling. 


Mr. Whitford suggested the mark- | 


eting aspect of the business is the re- 
sponsibility of the company and that it 
is crying for the attention of manage- 
ment. The concept that the insurance 
business is a customer-satisfying proj- 
ect must be adopted if the business is 
to continue to grow. He believes that 
as much time must be spent in learn- 
ing the marketing aspects of insurance 
as is spent in the technical aspects. 
The problem can be solved, he said, by 
learning, plus intelligent marketing; 
either alone is not enough. 


General Accident Names 
H.H. Genz At Milwaukee 


General Accident has appointed 
Howard H. Genz manager of a new 
office at Milwau- 
kee. He started in 
insurance in 1946 
with American 
Auto at Milwaukee 
and was later ad- 
vanced to the 
home office in St. 
Louis. In 1953 he 
went with Ameri- 
ca Fore Loyalty as 
state agent for 
Wisconsin and 
was subsequently 
raised to manager 
at Minneapolis. 


St. Paul F.&4M. Holds 
Fall Field Conference 


Approximately 150 managers, state 
agents and special agents of St. Paul 
F. & M. are attending the company’s 
fall field conference during the weeks 
of Nov. 27 and Dec. 4. This will pro- 
vide the field men with their first 
chance to see the new home office 
building. The conference is under the 
direction of D. W. Swanson, assistant 
vice-president in charge of the agency 
department. 





Howard H. Genz 


Nationwide Mutual Raises 


Two In Sales Department 


Nationwide Mutual has promoted 
Anthony R. Mardi from director of 
sales administration and training to 
the new post of director of sales. 
George W. Frink, supervisor of agent 
training, has been named to succeed 
Mr. Mardi. 
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Wash. Department 
Holds Hearing On 
Franchise Plan 


(CONTINUED FROM PAGE 2) 

rating plans that provide rate varia- 
tions is the evaluation of the loss 
probability inherent in the risk. Good 
management control, supervision and 
safety guidance will prevent losses and 
earn lower rates. 


Will Reduce Losses 


4. Management control, supervision 
and safety guidance will tend to re- 
duce losses whether that control, super- 
vision and guidance is exercised by 
one ownership or whether it is re- 
quired by a franchise grantor or a 
franchise grantee. 

5. It follov's, the bureau maintains, 
that these controls will earn a lower 
rate and the experience and schedule 
rating plan revisions are designed to 
recognize these accomplishments on 
the part of any legitimate insurance 
group. 

Opposing the bureau position were 
Irwin W. Mesher, executive secretary 
Washington Assn. of Insurance Agents 
and arbitrator Washington Surplus 
Line Assn.; Robert Williams, attorney 
for the Washington agents; H.B. Jones 
Jr. attorney for the Washington 
agents; H.B. Sargent, agent; W.E. 
Burch, agent; W. R. Lee, agent; Fred 
Orth, vice-president Northwestern 
Mutual; Tom C. Sterne, vice-president 
United Pacific; Robert C. Keating, 
Western Pacific, and John Evans, Gen- 
eral of Seattle. 


Cites List Of Names 


Mr. Mesher cited a list of names of 
fictitious groups which had been kept 
out of Washington by virtue of the ap- 
plicability of the commissioner’s anti- 
fictitious group ruling. The association 
based its case upon the anti-discrimi- 
natory provisions of the code and the 
ruling prohibiting groups. It was con- 


tended that acceptance of the bureau ° 


filing would remove the present legal 
prohibition against grouping, thus 
opening the state to an avalanche of 
fictitious group solicitations by unau- 
thorized insurers through unlicensed 
eastern agents and brokers. Associa- 
tion witnesses testified that the filings 
would result in grossly unfair discrim- 
ination between like insured and would 
encourage the raiding of business in 
the state by national brokers in the 
east. It was contended also that there 
was absence of common insurable in- 
terest between franchise grantors and 
that grantors deliberately divested 
themselves of legal liability with re- 
spect*to grantees’ operations. 
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New Tank Fire Film 
Previewed In Tulsa 


An estimated 1,200 insurance ex- 
ecutives, oil men, firemen and civic 
leaders witnessed the first showing of 
the fire training film, “Fighting Tank 
Fires” in Tulsa. Produced under the 
supervision of Emmett Cox, Western 
Actuarial Bureau, in his capacity as 
chairman of the committee on visual 
education of National Fire Protection 
Assn., the film is designed to instruct 
professional, volunteer and industrial 
fire departments in the proper ways to 
fight tank fires. 

During the past three years there 
has been a 100% increase in fire fight- 
ing fatalities. Tank fires are one of the 
more dangerous types of fires and a 
number of lives have been lost fighting 
them. These are the reasons why Amer- 
ican Petroleum Institute, Western Ac- 
tuarial Bureau and NFPA have cooper- 
ated with the Tulsa fire department in 
producing the film, according to Mr. 
Cox. 

Running 25 minutes and reproduced 
in exceptionally vivid color, “Fighting 
Tank Fires” was filmed by Harold 
Kuhlman and Lothar Smith, Oklahoma 
Inspection Bureau; Carl Clanton, Kan- 
sas Inspection Bureau; John Bar- 
man, Missouri Inspection Bureau; and 
Steve Smith, Steve Smith Studios, Top- 
eka, Kansas. Mr. Cox provided the nar- 
rative. 

Tulsa firemen, under the supervision 
of Chief Sartain, volunteered to serve 
as non-paid actors for the conflagration 
scenes filmed in that city. Both ver- 
tical and horizontal gasoline bulk stor- 
age tanks were ignited and fought 
under field conditions. 

Others participating in the premiere 
were Percy Bugbee, general manager 
NFPA; John Hommes, manager West- 
ern Actuarial Bureau; Loren Bush, 
and T. Seddon Duke, president and 
chairman NFPA, and Robert F. Hamm, 
Indiana Rating Bureau, vice-chairman 
Fire Department Instructors Confer- 
ence. 

Prints of the film may be ordered 
from the association, 60 Batterymarch 
Street, Boston, for $165 a copy. 


Fla. Buyers Organize 


Florida Society of Insurance Buyers 
has been formed as a chapter of Amer- 
ican Society of Insurance Management 
with 36 corporations in central and 
southern Florida as members. 

Officers are M. S. Chenault, Ryder 
System, president; L. C. Lovas, in- 
surance and property division of met- 
ropolitan Dade County, vice-president; 
R. E. Davis, Coca-Cola Bottling Co., 
secretary, and S. L. Stern, Wometco 
Enterpriies, treasurer. 











“COVER-ALL POLICY” + FIRE 
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Average Auto Rates 
Up 12% In Michigan 


The Michigan department has ap- 
proved an over-all average increase of 
12% on auto lines, effective Nov. 15. 
The filing will mean a rise in premiums 
totaling $5.5 million for policyholders 
of National Bureau and NAUA com- 
panies, reported to be writing not more 
than 15% of total Michigan volume. 

The increase breaks down into 37% 
for BI, 11% for PDL, 10% for collision 
and 5% for comprehensive. 


New Ga. Fire, EC Filing 


Georgia Inspection & Rating Bu- 
reau’s filing for fire and EC rate in- 
creases has been withdrawn and will 
be replaced by a new filing with un- 
derwriting statistics for 1959 ana 1960. 
State law requires that latest available 
figures for a period of not less than 
five years must be used in determin- 
ing fire rates. 

The withdrawn filing was first made 
in June, 1960, and has been the subject 
of protracted litigation. It was sup- 
ported by underwriting data through 
the year 1958. 
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Reliance Names 
L.M. Goodspeed 
V-P, Treasurer 


Lawrence M. Goodspeed, vice-pres- 
ident and treasurer Standard Accident 
and a director of that company and 
Reliance, has been additionally named 
vice-president and treasurer of Reli- 
ance. He succeeds A. Addison Roberts, 
new executive vice-president. 

Mr. Goodspeed joined Standard Ac- 
cident in 1932. In 1942 he was appoint- 
ed manager of the investment and 
mortgage department and a year later 
was named assistant treasurer. He 
was elected vice-president and treas- 
urer of Standard Accident and affili- 
ates in 1954 and was also named a di- 
rector of Pilot Life at that time. In 
1955 he was made a director of Stand- 
ard Accident and Planet. In June of 
1961 he became a director of Reliance. 

Robert J. Kraemer has joined the 
Drew agency at St. Paul in charge of 
personal lines and small accounts pro- 
duction. For eight years he had owned 
an agency in Minneapolis. 
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of this profitable business. 








Hard-To-Place 
Liability Risks 


When faced with the opportunity to underwrite 
successful producers 
from coast to coast have developed the habit of 
contacting Central Casualty Company 
of our conveniently located General Agents — 
for experienced counsel and practical assistance. 
Prompt quotations? Of course! Find out how our 
experience in handling out-of-the-ordinary liabil- 
ity risks can he/p you toward a substantial share 


CENTRAL CASUALTY Co; 


1633 CENTRAL STREET e EVANSTON, ILLINOIS « DAvis 8-9600 


Please have your General Agent in my territory contact me about the 
following type (s) of hard-to-place liability risks: 
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HERE’S WHY... 


1. It’s simple—easy to handle. No signature of the insured required, 
Fits into normal agency system. 


2. It’s inexpensive. A $100 annual premium costs only $2.30 for 
11 monthly payments. 


3, All payments equal—no large down payment. 
4, Agent promptly receives acheck for total of all future payments. 


5. Payments can be revised to reflect changes by endorsement 
(Adjusted for additional or return premiums). 


6. Makes it easier to sell the complete coverage insureds need — 
helps keep worthwhile accounts on books. 


Compare this plan, feature by feature, with any other available. We 
believe you'll agree its unique advantages set it apart from all others. 
For further information, get in touch with the nearest Great American 


fieldman or write today. 


oe American Group , 


\ Insurance’ Companies 
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FIRE «+ MARINE «© AUTOMOBILE «© CASUALTY + SURETY 
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